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WITH THE PROPER CARE AND ATTENTION 
THEY'LL SERVE YOU INDEFINITELY 





CARE SAVES REPAIR 





PROPER 


Brodie Meters operate with dependable accuracy 
—withstanding years of use and abuse and re- 
quire but very little attention. Because they are 
so efficient, they're often “taken-for-granted.” 
Today, however, regular inspection and main- 
tenance have become a necessity. With shortages 


in manpower, materials and equipment, this is 


no time to overlook even small trifles, if you are 
to continue serving and conserving petroleum 
products for your nation. Only through proper 


care can you avoid preventable wear and repair. 





Regular inspection is your best 
protection. Write for Brodie 


Meter Model X Service Manual. 
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Division Offices: CHRYSLER BLDG., NEW YORK CITY 
59 E. VAN BUREN, CHICAGO ¢ 302 SOUTH PEARL 
STREET, DALLAS, TEXAS 


RALPH N. BRODIE CO., Ince. 
953 GIST STREET, OAKLAND, CALIFORNIA, U.S. A. 
CABLE ADDRESS: "BRODICO” 





SINCE 1927 





REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 














2-STAGE PERFORMANCE 


HIGH VACUUM 


RESO 


STEADY PRESSURE 


QUICK CLEAN CUT-OFF 


QUIET OPERATION 
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SAVES SERVICING 
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PRECISION BUILT 


EASY TO INSTALL 
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ECONOMICAL ALL WAYS 


Pea Sundstiand Pump Divisicn 


2538 Eleventh Street, Rockford, Illinois, U.S. A.& 
RE el ee eee: 








Sundstrand Fuel Units — bright spot in war-time oil heating. Use 
Sundstrand Fuel Units for smooth, uniform flow necessary to get 
greatest heat with least oil; for quick, clean cut-off that saves fuel 
and eliminates heat-wasting smoke caused by dripping. 


Recondition old oil burner installations, keep ’em running! Make 
"em get most heat out of oil available. Sundstrand Fuel Units, bright 
spot in this work, help you put some brand new performance into 
almost any old gun-type burner. Available for all types of flange or 
foot mounting, in capacities up to 25 g.p.h., for right-hand or left- 
hand rotation. Rota-Roll Pumps may be obtained separately if desired. 
Use Sundstrand S-1, single-stage, on all ordinary installations; S-2, 
two-stage, for extraordinary requirements. Write us, today, for 
complete information. Ask for Bulletin S-12. 


We pledge every resource The Rota-Roll Pumps used in 
and effort to continued main- Sundstrand Fuel Units are pat- 
tenance of the excellence dead f. d I 
represented by this award in ented_and manufactured only by 
all our products. Sundstrand. 

















1942-MODEL OIL BURNER DEALE 


T. War of Survival is being fought not only in foreign lands, but 
here on the home front, as well. The oil burner dealer, suddenly deprived 
of his main source of income, is meeting the situation squarely, and 


adapting himself to changing conditions in his fight for survival. 


By disseminating information on oil conservation he makes a definite 
contribution to the war effort. These contacts with oil burner owners 


also afford an opportunity to service and repair the entire heating system. 


Educating customers to properly insulate roof, walls, windows and doors 
can be an added source of income, either through subcontracting the 
work or developing this type of business yourself. At the same time, 
you will earn the good will of your customers and establish many new 


=~ 


contacts which will be invaluable in selling the post war market. 


Published in the interests of the oil-heating industry. 





THE TORRINGTON MANUFACTURING COMPANY 
TORRINGTON, CONNEFCTICUwT 
Manufacturers of AlRotor Blower Wheels and AlRistocrat Quiet Propeller Fan Blades 
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Joseph F. Wilbur has been selected by 


the War Production Board as Chief of SUBJECT PAGE AUTHORS 
the Plumbing & Heating Branch to suc- 
ceed W. Walter Timmis, who resigned Help Wanted 13 a. £. COBURN 
in September. A resident of Boston, Mr. ilies 
Wilbur has been active head of the Office Neig us 15 ROBERT GRAY 
of Hollis French, well known engineering Universal Fuel Rationing Ahead 17 
is Refineries Hit 18 

Allen P. Livar has been named chief Rations ead Halk 20 
engineer of Airtemp Div., Chrysler 
Corp., Dayton, Ohio, according to D .W. Saving Heavy Oil 22 H.T.KUCERA 
Russell, president. He has been with Air- 

. : Fewer Charge Calls 24 OLD TIMER 
temp since 1937, as chief heating engi- 
neer, and now takes over the duties of R. Rationing Changes Ease Delivery 28 
G. Wyld who is entering the Navy as a 
Lieutenant (SG). 
NEWS DEPARTMENTS 

C. W. Whitney of Petrol Corp. has 
been elected president of the Sales Man- 
agers Club of Philadelphia. Tank Car Shipments Drop 21 

Lawrence J. Levine, formerly of Para- 5 Names in the News 
gon Oil Co., Brooklyn, has been pro- Truck Pooling Shaping Up 26 
moted to Lieut., JG, by the Navy. Pe 

: 6 Editorial Leaks 

E. E. Squier, New Jersey representative : 
for the Bell & Gossett Co., has been trans- OHI Taking Burner Inventory 28 
ferred to the firm’s headquarters at Mor- 1): Veendied Goles 


ton Grove, Ill., to assist in war work. 


OBI Becomes Oil Heat Institute 32 
William J. Brown, New York zone 


sales manager of the original equipment Service Price Interpretations 34 
division of Minneapolis-Honeywell Reg- 36 D 
egree-Day Tables 
ulator Co., has been transferred to war ; 8 y 
production work with the Brown Instru- Baltimore Service Prices Fixed 36 
ment division of the Company, in charge 40. Last Mexth— 
of expediting materials in the New York 
area. 


COPYRIGHT 1942, HEATING PUBLISHERS, INC, ALL RIGHTS RESERVED. NO 
PART MAY BE REPRINTED IN ANY FORM WITHOUT WRITTEN PERMISSION. 


Dr. F. E. Giesecke, former president of 
the American Society of Heating and 








Ventilating Engineers, has joined the VOLUME I, NUMBER 7 OF FUELOIL & OIL HEAT, PUBLISHED MONTH- SUBSCRIPTIONS 
staft of the Engineering Experiment Sta- LY BY HEATING PUBLISHERS, INC., 232 MADISON AVE., NEW YORK, N. Y., 

: ag tee oe BY CONTRACT WITH FOWLER-BECKER PUBLISHING COMPANY, OWNER OF Yearly: 
tion of the University of Illinois as a spe- FUELOIL JOURNAL (VOL. XXI, NO. 5), AND HEATING JOURNALS, INC., ; 
cial research professor on projects relat- OWNER OF AIR CONDITIONING & OIL HEAT (VOL. XV, NO. 11), NOV., '42. $3 
ing to hot water and steam heating, fora } HRATING PUBLISHERS, INC., 232 Madison Ave., New York Canadian: 
six months period which began Sept. 1. Lexington 2-4566 $3 

Mortimer Kline, Los Angeles oil at- A. E. COBURN ROBERT GRAY A. G. WINKLER Foreign: 
torney, has been named associate chief Editor Business Manager Advertising Manager $3 
— ns the Office of Petroleum Coor- Pacific Coast Representative: Don Harway @ Co., single copy: 

inator for War. 816 West Sth St., Los Angeles, Cal. Phone: Mutual 8512 25¢ & 50¢ 
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Editorial leahs 


There are times we wish we didn’t 
blush so easily, but it’s mighty gratifying 
just the same to get your enthusiastic 
cheers on our coverage of fueloil ration- 
ing. It was through no effort of ours that 
our contemporaries missed the details, and 
we are sorry they did. The better every- 
body understands the correct details of 
the plan, the more smoothly it will op- 
erate. 

The oilheating industry is going to ac- 
quire problems as a result of rationing, 
and it is going to have a moral obligation 
to guide its customers. If individual cus- 
tomers have been given estimates of their 
ration, based on the exact square foot 
area of their homes, and the exact normal 
degree-days for their city, it may be that 
the estimates will not cue with the figure 
finally arrived at by the rationing board. 
This may come about through the neces- 
sity of grouping areas with approximate- 
ly the same load, and making tables for 
local boards. These tables cover a rather 
wide range. 

Tables used by local boards to deter- 
mine the maximum and minimum range 
per square foot of floor area, for instance, 
are the same for Newark, N. J. (5500 
d-d), Hartford, Conn. (6101 d-d), and 
Boston, Mass. (5943 d-d). Peoria rations 
will be read off the same table. This will 
give a slight advantage to people who live 
in the lighter load sections of any particu- 
lar band, but the difference will not be 
great. In the slightly warmer sections cov- 
ered by each table, the past consumption 
will temper any otherwise great inequali- 
ties. 

Floor area, too, is handled in a whole- 
sale manner in the tables. The local boards 
will use tables of floor area that ration 
small houses (up to 1000 sq. ft.) accord- 
ing to formula to the nearest even ten 
square feet. From there to 3000 sq. ft. 
the maximum, mid-point and minimum 
allowable ration is given for every twenty 
square feet, and in the larger houses the 
figures take fifty-foot jumps. 
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Fueloil rationing by local boards will 
not involve an exact, mathematical calcu- 
lation, but a set of figures from tables that 
will give a practical approximation. 


Never mind checking your calculations 
if your figures don’t agree with those of 
the rationing board. The difference is in 


the tables. 
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Oil men these days, like the new intern 
in the hospital, are becoming convinced 
that the country is populated by invalids. 
Complaints that started two months ago 
still are arriving. Fueloil officials are find- 
ing that almost every home has at least 
one occupant that will need extra heat 
next winter. 

Early in September Cities Service sent 
an offer of help and guidance to 12,000 
East Coast customers and got 2,000 re- 
plies within two weeks. Many customers 
are sure they cannot reduce indoor tem- 
peratures this winter without inviting 
pneumonia, child birth or housemaid’s 
knee. It seems that 75 degrees indoors is 
the only way to stave off disaster. 

But all that was before the customers 
saw newspaper versions of the fueloil ra- 
tioning formula, and began the struggle 
with form R-1100. We trust our cus- 
tomers have made a complete recovery 
from their various ailments by now. 
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American industry is so closely inte- 
grated, one thing tied to another, that 
each time the normal flow is diverted for 
a war purpose a lot of other facilities are 
thrown off the track . . . often with de- 
cidedly unexpected results. 

Rationing of fueloil and gasoline was 
to help the war program, by conserving 
transportation and tires, but it has had an- 
other effect that threatens to slow down 
manufacture of fighting materials until 
the problem can be solved. 

On October 10 the War Production 
Board issued Order M-212, limiting the 
use of petroleum coke to war purposes. 
This coke is the last residual in certain 
types of refinery stills. Periodically the 
stills are shut down to let men hack the 
coke out of the bottom. 

With gasoline and fueloil sharply cut, 
refinery runs are reduced and less coke 
develops, while the essential demand for 
it in war industries grows every day. No 


satisfactory substitute has been found for 
petroleum coke in making graphite and 
carbon electrodes, anodes for aluminum, 
magnesium and alloy steel manufacture, 
silicon carbide abrasives and welding 
equipment. 

Unless something else can quickly be 
found to take its place, petroleum coke 
may become, instead of the lowliest offal, 
the prime product in operation of some 
refinery stills. Some Washington men be- 
lieve that running refineries just for their 
coke is inescapable, with all of the here- 
tofore major products poured back into 
the ground. 
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The major Russian oil fields are still 
remote from the German lines. When 
Hitler’s men took the Maikop field, they 
got 6.19% of Russia’s total estimated pro- 
duction, assuming they get the wells back 
in shape to pump. 

If they succeed in taking Grozny, they 
will have another 5.57% of the country’s 
total. The big Russian fields are in the 
Baku area, several hundred miles farther 
South. They produce 175 million barrels 
annually. 

Hitler is reported to be using about 
100 million barrels a year; the total Euro- 
pean production outside of Russia was 37 
million in 1941, plus probably 15 million 
synthetic. That may have something to 
do with Allied air superiority in Africa, 
with the limited bombing of Britain. 

If petroleum is eventually going to win 
the war, it’s comforting to know that the 
United States has two-thirds of the 
world’s supply, and the Western Hemis- 
phere three-fourths. 
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Ugly stories have reached us from some 
former oil users that slate and slag are 
making their war-time appearance in some 
of the better coal-bins. 


POLICY 
FuELoi & O1 Heart pledges itself: 
1. To foster every act that will hasten 
the coming Victory. 
2. To protect the industry's customers 
from discrimination. 


3. To collect and disseminate data on 
matters of importance to the industry. 
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FITZGIBBONS 





right conversion grale for 
Filpgibtous Ot Burning Boilers 


{NOMA 
mn, 


%S 


Fitzgibbons conversion grate assemblies and ac- 











cessories are made right in the Fitzgibbons shops, 


and designed specifically to serve Fitzgibbons 400 

; Pee 2. ; Read the bulletin explain- 
Series, Oil-Eighty Automatic, and R-Z-U Junior ing the simple procedure 
and equipment to convert 
Fitzgibbons oil burning 
boilers to hand firing. The 


boilers. No other grate can do as well. 


When converting Fitzgibbons boilers to hand coupon below will bring it. 
fri wee ava 2 In unusual cases, ask our 
iring, use Fitzgibbons grates only — and insure a cooperation. And in main- 


taining Fitzgibbons Steel 
Boilers on the home firing 
the profits of speedy installation for yourself. line, ourService Department 

is ready with quick ship- 
ment of replacement parts. 


thoroughly satisfactory job for each customer, and 














* 
———— 
(pp ey Boiler Company, Inc. sto SS 
101 PARK AVE., NEW YORK, N. Y. 
BUY U. S. WAR BONDS Send me the bulletin showing how to convert Fitzgibbons Steel Boilers to hand firing. 
* Name 
Address State 
feeloil 7 
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Any fellow who ever played football remembers the 
responsibility he felt when the coach sent him into the game 
with the words: ‘Get in there and fight!’’ 

Today it's a different fight we have to win. Everybody has a 
part to play. The men in uniform and the men and women 
in war factories can’t win it alone. Uncle Sam is the coach 
now. And he’s telling you: ‘Get in there—and FIGHT!” 


Your part is two-fold. 


One is to see that fuel oil really is conserved—that every 
drop burned in an oil burner gives maximum heating service. 


The other is to keep the oil-heated homes of this country 
free from the petty misfortunes and disruptions of routine 
that drain energy away from the big job that has to be done. 


You sold those oil burners. Now the owners must rely on 
you to keep them operating at full efficiency—giving care- 
free, trouble-free service—gaining the utmost heat from 
rationed fuel oil. 

It is your good fortune that helping to win America’s fight 
today means winning your own fight. For there is a good 
profit for you in keeping those oil burners working at peak 
efficiency for the duration. And the good will you build by 
so doing will stand to your advantage when once again you 
have oil burners to sell. 


Below is a list of Webster Electric Service Stations who are 
fully equipped to supply you with parts and with complete 


n there— and Fight!” 


transformers and fuel units to assist you in doing your part 
well. Get in there—and FIGHT! 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, 
U.S.A., Established 1909. Export Dept.:100 Varick St., New 
York City., Cable Address: “ARLAB’ New York City 





California, Los Angeles 
California, San Francisco 
Connecticut, West Hartford... . Bell Pump Service Company 
Illinois, Winnetka 
Delavan Engineering Company 
Maryland, Baltimore.......... R. E. Michel Company 
Massachusetts, Cambridge yr Supply Company 
Massachusetts, Malden. ........E. L, Kimball 
Massachusetts, Waltham 
Massachusetts, Wollaston 
Michigan, Detroit 
Minnesota, St. Paul 


New Jersey, Elizabeth 
New York, Albany 

New York, Brooklyn 
New York, Brooklyn 
New York, Jamaica 

New York, Valley Stream 


. .Cronin Supply Company 
W. S. Plummer 

Wm. G. Boales Company 
Thermal Company, Inc 


Eveready Specialties Company 
The Capson Company 

Sid Harvey, Incorporated 

Sid Harvey, Incorporated 


Pennsylvania, Philadelphia 
Rhode Island, Providence 





Braun Bros. Heating Supply Company 
Braun Bros. Heating Supply Company 


Brass & Copper Sales Company......... 
Certified Fuel Unit Service Company 
Certified Fuel Unit Service Company 


Garland-Affolter Engr. Corporation 
Certified Fuel Unit Service Company 
Providence Plumbing Supply Company... 
Garland-Affolter Engr. Corporation 


WEBSTER ELECTRIC SERVICE STATIONS AND SALES REPRESENTATIVES 
Ignition Transformers, Fuel Units, and Parts 

Garland-Affolter Engr. Corporation 

Garland-Affolter Engr. Corporation... ... 


Sales 


Representative 
Sales Representative 
rvice Sistion 
Service Station 
Service Station 
Sales Representative 
eit = eee 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Service Station 
Sales Representative 
ks ee 
Service Station 
Sales Represe: 


124 W. 4th Street 
.Rialto Building 

100 Park Road 

3146 W. Chicago Avenue 
812 Oak Street 


2448 University Avenue 
.2817 Laclede Avenue 
600 Spring Street 
1018 Central Avenue 
1724 Flatbush Avenue 
106 Rogers Avenue 
138-76 Queen Boulevard 
104 E. Mineola Avenue 
1233 N. W. 12th Avenue 
3412-14 W. Allegheny Ave 
.47 Pine Street 


532 First Avenue South...... a ntative 





“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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ELECTRIC 
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The switch is the most vital part 
of a control. Due to the fact that 
the Mercoid hermetically sealed 
mercury switch is immune to dust, 
dirt and corrosion, it is used ex- 


clusively in all Mercoid Controls. 


A Bourdon tube element actuates 
the switch. (Located back of the 
cover, therefore not visible in this 
photograph.) Its reliableness has 
long been established in the prov- 


ing ground of experience. 


The outside double adjustment 
is a most desirable facility. The 
accurately calibrated visible dial, 
indicates the operating range. 
(The dial shown here is only 
one of many available ranges.) 


racy and dependableness in tem- 
essure controls 


It is doubtful that any other electrical control is so universally employed 
throughout industry. Adaptable as it is to a wide range of uses, it is im- 
mediately considered wherever accurate control of pressure and tempera- 


ture is necessary. 

Many years of experience and engineering development are built into 
the Mercoid DA Control. It has become and will continue to be a symbol 
of instrument dependability. 3 


NEW CATALOG IS IN PROCESS OF COMPLETION YOUR REQUEST 
FOR ACOPY NOW. WILL RECEIVE FIRST CONSIDERATION. 


THE MERCOID CORPORATION ¢ 4231 BELMONT AVENUE e CHICAGO, ILL. 





FACTORY SHIPMENTS, in Thousands of 
45 Haat 2s tare Domestic Oilburners & Units 

Domestic Gasburners & Units ----- 
40 wr Gar See Domestic Stokers ———— 
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Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 148 reporting to 
Census Bureau, FuELom & Or Heat's estimates of shipments are: 
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rend of sales 


SEPTEMBER INSTALLATIONS of oil burners 
and units are estimated at 3,863, down 
90% from the same month last year. 
Burner permits in 39 cities were off 
85.5%, and reporting key dealers indi- 
cate a decline in their sales of 93.8%. 
These comparisons are quite similar to 
those of August, indicating that the down 
curve may have reached a level where 
necessary replacements and _ priority 
orders may hold it. The September figure 
compares in number of installations with 
3,489 in August, 5,911 in July and 7,264 
in June. Again, Norfolk was the only re- 
porting city to show a gain. 


PRICES: The retail price index rose 
nearly a point, but wholesale prices 
dropped a similar amount. The page 1 
price tables show a stronger rise than the 
index; the index is more accurate since it’s 
based on the same individual dealers each 
month, while the tables average all re- 
ports. 

stocks: Reporting key dealers had on 
hand an average of 22 burners and units 
at the end of the month, compared with 
26 each the previous month. Total stocks 
of domestic oilburners and units in the 
country at the month end were about 
67,000. Of interest in the observation that 
it’s only the dealer stocks that are drop- 
ing. Manufacturers’ stocks continue 
about the same. The last month for which 
official factory stock figures is available is 
August. At the start of the month manu- 
facturers had 42,927 burners and units 
in stocks; they ended the month 42,963. 
Shipments during that month were 4,- 
895, which was slightly less than new 
production of 4,931. In view of the labo- 
ratory development work on new models 
being done by leading manufacturers for 
postwar sale, it would seem desirable to 
unload present stocks. Perhaps Govern- 
ment buyers can be educated to fill their 
needs from existing burners, rather than 
requiring further new production. 


SERVICE INCOME: September service de- 
partment income of reporting dealers 
averaged $3,160, a gain of 24% from 
the average of $2,549 for the same deal- 
ers last year. This gain was in preventive 
maintenance and fuel conservation fixups 
rather than in emergency service. Asked 
in another part of the report how much 
fueloil rationing had meant to them in 
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—_——__-AUGUST—— — —_—___—EIGHT MONTHS- 
Percent Percent 
1942 1941 Change 1942 1941 Change 
Conversion 2,635 26,112 —90.0 57,578 164,776 —65.2 
Boiler units 537 3,671 —85.3 7,758 21,644 —64.0 
Furnace units 1,497 5,104 —66.8 14,897 27,582 ~—46.0 
All domestic 4,895 34,887 —86.1 80,233 214,002 —62.6 
Commercial 4,865 3,226 + 50.8 38,348 22,363 +71.8 
Total 9,760 38,113 —74.4 118,941 236,365 —49.7 
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1940 194] 1942 
Price Index: Conversion Burners: Jan. 1940 is 100%, 
WHOLESALE RETAIL 
September 109.2 Sixmonthsago 1046 September 110.0 Six monthsago 105.2 
August 110.4 Yearago 99.1 August 109.3 Yearago 103.6 
September Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE’BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $338 $195 $645 $390 $715 $385 
Lowest 205 159 400 360 425 298 
Sept. aver. 263 172 490 377 499 348 
August aver. 256 176 482 347 494 334 
*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more; for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 
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save-oil work, above last year, dealers 
averaged 25.3% pickup, or virtually the 
same as their overall service department 
sales gain. Compared with the Septem- 
ber service income figure of $3,160 was 
August $2,216 and July $1,502. 

CONVERSION TO COAL: Reports from 
both primary and secondary markets 
throughout Distirct 1 show that conver- 
sions from oilheating to coal in residences 
represented only 1.06% of all installa- 
tions, as of September 30. This compares 
with .95% on August 31 and .68% on 
July 31. This indicates that no more than 
15,000 to 20,000 home burners have been 
converted, a drop in the bucket. Conver- 
sions of large buildings are at a much 
more impressive rate, though data are not 
complete. Dealers who sell conversion 
equipment, such as grates, shaker bars, 
etc., have trouble getting them. Fifty-two 
percent of reporting dealers say they can’t 
get them when they have an order. Manu- 
facturers of such products can get the 
‘necessary priorities, but they’re hesitant 
to go ahead with production, knowing 
that the public as a whole doesn’t seem 
anxious to switch. 


MATERIAL SHORTAGES: A good many 
dealers are having trouble getting parts 
and accessories they need for their oil 
conservation work. Considering the mi- 
nute quantities of critical materials 
needed to make these, some way should 
be found to get the necessary priorities 
for their production. When five pounds 
of critical metal will save 200 gallons of 
oil, dealers think it should be saved. 
Shortages, in the order of number of 
times mentioned, are: Controls (such as 
clock thermostats, draft controls), blow- 
er truck equipment for insulation, fittings, 
grates, fuel units, electric parts, motors, 
transformers, regulating valves. 

FUELOIL TRUCK POOLING: Realizing 
that this is not far in the future, dealers 
were asked if their local groups had given 
it any study toward developing voluntary 
plans. Reporting that they have consid- 
ered it was 19%; they have not, 81%. 

STOKERS: August shipments of Classes 
1 & 2 domestic stokers, adjusted to in- 
clude manufacturers not reporting to the 
Census Bureau, were: anthracite 1,865; 
bituminous 6,459, or a total of 8,324. This 
is a drop of 72.5% from last year. Total 
anthracite stokers for eight months were 
9,442; eight months bituminous stoker 
shipments were 60,124; combined 69,556. 
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Oilburner* and Building Permits 


——-———OILBURN” RS 
Sept. Sept. 9 MONTHS 
1942 1941 1942 1941 


———__ DWELLINGS 
Sept. Sept. 9 MONTHS 
1942 1941 1942 1941 


66 433 1476 3804 Baltimore, Maryland 158 667 1291 3662 
ry = i re Banghamton, New York 0 7 15 79 
me aa a a Bloomfield, N. J. 1 13 117 165 
41 145 581 1234 Boston, Massachusetts 19 14 131 322 
1 61 185 438 Bridgeport, Conn. ar “3 a 7 
; a .. a Buffalo, New York 17 27 wi oe 
ie ee 4 = Detroit, Michigan 461 634 6100 8683 
0 14 51 187 Elizabeth, N. J. 7 1 12 29 
2 20 55 158 Freeport, New York ae ae “a ~—p 
: us ty sd Greenwich, Conn. O-. 78 23 144 
a ae a ae Hackensack, N. J. 0 2 40 96 
48 98 353 607 Hartford, Conn. - ne oy se 
3 72 393 889 Hudson County, N. J. ay a ‘an ‘a 
1 5 50 103 Irvington, N. J. 0 1 38 9 
a me 5 Lynn, Massachusetts 1 17 27 108 
5 20 ig 124 Meriden, Conn. ot ees bh ag 
10 63 197 399 Milwaukee, Wisc. 50 65 566 773 
22 158 330 790 Minneapolis, Minn. AP we ae 4 
PP a ee F Morristown, N. J. 0 0 6 8 
5 29 78 247 Mt. Vernon, New York “s ea ae: Oy 
3 23 124 207 New Bedford, Mass. 
1 142 69 373 New Haven, Conn. 
4 4 24 20 New Orleans, La. ms = ia a 
1 14 42 111 New Rochelle, N. Y. 0 6 19 41 
8 334 730 1958 Manhattan, Bronx, Rchd a Me ee %e 
172 109 964 586 Norfolk, Virginia 97 76 979 748 
2 3 16 19 Oakland, Calif. a A ‘4 Ae. 
3 172 266 666 Omaha, Nebraska 1 104 297 778 
0 5 20 71 Orange, New Jersey 11 4 14 16 
0 12 32 96 Passaic, New Jersey ae ia at's a 
0 35 44 176 Paterson, N. J. 2 7 26 155 
ra ne a io Plainfield, N. J. 6 6 43 38 
0 46 65 242 Portland, Maine 27 17 84 118 
26 447 975 2085 Portland, Oregon 333 144 whe 4 
3 60 201 520 Providence, R. I. 0 21 40 149 
a 43 e $i Reading, Penna. 0 4 8 40 
3 24 82 387 Richmond, Virginia 70 32 344 513 
2 10 4 283 Rochester, N. Y. Ae oy ff y 
1 24 60 188 Rockville Center, N. Y. 0 6 14 121 
1 7 19 93 Salem, Massachusetts 1 0 8 26 
ate eu oe ee St. Louis, Missouri 14 59 ey ig 
6 189 386 =1075 St. Paul, Minnesota 4 68 196 651 
4 56 Pia 382 Schenectady, N. Y. de aa an rt 
a a os aa Seattle, Washington 105 389 1651 2378 
ake ra me Springfield, Mass. 37 48 447 235 
2 31 50 162 Stamford, Conn. me its ue “x 
1 9 22 62 Syracuse, New York 38 13 126 91 
Se ne is Trenton, New Jersey 0 1 2 3 
a a6 e ae Utica, New York 4 1 79 33 
10 255 864 2375 Washington, D. C. a fe afd 
26 aa Ss a West Orange, N. J. 3 7 23 105 
6 26 52 206 White Plains, N. Y. 0 3 3 46 
2 41 100 347 Wilmington, Delaware 0 15 13 131 
10 76 208 551 Worcester, Mass. oa ee! “i Be 
8 51 134 378 Yonkers, New York oF ne ¥ iy 
483 3323 9268 22093 Totals 1467 2496 12782 20494 
—85.5 —58.0 Percent Change —41.3 —37.6 





*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


CONVERSION PARTS and installation costs 
have been put under a price ceiling al- 
lowing the manufacturer a maximum of 
11¢ per net pound, f.o.b. foundry, and 
jobbers’ price of 13.75¢ on grates, doors, 
etc., delivered to the dealer. The dealer 
may sell these parts at not more than 18¢ 
per pound, and install them at a maxi- 
mum hourly rate of not more than the 
highest for March, 1942, plus any increase 
in wage rates to July 1. 

OPC’S DIRECTIVE 59 pools oil supplies and 
terminal facilities of suppliers to speed 
up the handling of solid-train shipments 
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of petroleum products to the East. Dis- 
tribution from central terminals will be 
made to bulk plants by truck and barge. 
Brand names will be retained. 


RECOMMENDATION 39 has been revoked 
by OPC except for the recommendation 
that homes be heated to temperatures no 
higher than 65° during the day and 55° 
at night, the closing off of unused rooms, 
and maintenance of hot water tempera- 
tures no higher than 140°. Amendments 
to L-56 have superseded all other parts 
of the recommendation. 












ee a only filters with a 
national advertising campaign to 
householders—have already appeared in 
half and quarter pages in 


. Saturday Evening Post 
(Sept. Oct. Nov.) 
. Life Magazine 
(Sept. Oct. Nov.) 
. Better Homes & Gardens 
(Sept. Oct. Nov.) 
. American Home 
(Sept. Oct. Nov.) 
. .. and there’s more advertis- 
ing to come in these magazines! 


Already, more than 33 million people 
have had the chance to read these adver- 
tisements and find out about Dust-Stops. 
Some of these people live in your com- 
munity and here’s how Dust-Stop is help- 
ing you turn prospects into customers: 
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ALMOST LIKE SHOOTING 


FISH IN A BARREL 


Dust-Stop’s big national advertising campaign and free 


Free Newspaper Ads: These mats 
furnished to you in 70 and 120-line 
sizes. They remind furnace owners you 
sell Dust-Stops. Also they help sell your 
other services. 


Free Postcards: Two bright attractive 
cards imprinted with your name and 
address. Sales Message ties up with 
Dust-Stop advertising and sells your 
other services. 


Free Envelope Stuffers: Put them in 
your monthly mailings to established 
customers. They’re great business getters. 


Free 1-Minute Radio Announce- 
ments: Just give script to your local 
station for spot announcement copy on 
Dust-Stops and your other services. 


Free Window Display Piece: Tie up 
your own advertising with this point- 
of-sale business-getter. 


dealer tie-ups are making extra dollars easy to catch 


Free Furnace Blower Labels: Paste 
them on furnace when a job is completed. 
Serves to remind householder of your 
name and address when furnace needs 
further service. 


Ask your distributor or jobber about 
Dust-Stop’s biggest and best sales plan, 
“Pulling Profits out of the Air.” Order 
your dealer helps from him now! 
Owens-Corning Fiberglas Corporation, 
Toledo, Ohio. In Canada, Fiberglas 
Canada, Ltd., Oshawa, Ontario. 


FIBERGLAS* 


DUSTOr 


*T. M. Reg. U.S. Pat. Off. 


AIR FILTERS 


November 
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Help Wanted 


Manpower Problem Hits Oilburner Service Organizations 


By A. E. Coburn 


Joe, the serviceman, shuffled uneasily and looked at his feet. “Boss,” he 
said, “I’m leaving you Saturday. I’ve got a job at Faultless Aviation, and 
I have to show up there Monday morning.” 

“Ain’t this kind of sudden, Joe?” the boss asks. “You've been with me a 
long time. You're making $45 a week now, 52 weeks a year. Sorry I can't 
make it more, but you know how things are with me; prices frozen and 


all that.” 


“T'll make more money at Faultless,” Joe explains, “but that’s only part 
of the story. If I don’t get into actual defense work fast, the army is going 
to get me, and my wife is scared half to death.” 


M osT dealers have heard Joe’s story all 
too often. They know that he is going to 
take the job in the shipyard or airplane 
factory, and that his reasons are valid. 
But that doesn’t ease the problem he 
leaves in the shop. There are less than 
half as many servicemen left in the oil- 
heating industry today as there were em- 
ployed a year ago, and more are leaving 
every day. This manpower problem, cou- 
pled with the necessity of cutting truck 
mileage to save rubber and gasoline, has 
most dealers worried. A few are taking 
steps to find a solution. 

There are only two possible ways of 
reducing the service load on each man; 
either increase the number of men, or re- 
duce the number and length of calls. 


More Manpower 


Getting new men is probably the hard- 
est way to solve the problem. Oilburner 
service is skilled work. It takes time to 
instruct servicemen, and longer to give 
them experience that will make them 
really useful. Older men, though less like- 
ly to be drafted or quit a steady job, are 
also generally slower to learn, and if they 
are physically able to stand the pace of 
war work, they too, are subject to the 
siren call of shipyard wages. 

It is assumed that all service organiza- 
tions now in business have canvassed 
thoroughly their territories for men let 
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out of closed service organizations, and 
have asked all their employees for names 
of friends and relatives that might be in- 
terested in oilburner work. Experienced 
men can be put to work with a minimum 
of training, but newcomers will require a 
lot of coaching. 

Some dealers in larger territories have 
been able to use the facilities of subcon- 
tractors who used to help with installa- 
tion work. Piping contractors, electricians 
and tank installers who are still in busi- 
ness sometimes have men who can be 
hired by the day, or by the job, to fill in 
the shortage in peak periods. These men 
usually have a basic knowledge of oil- 
burners and can be used (with discretion) 
for straight service work. Every service 
manager will have to find for himself the 
capabilities and limitations of such men in 
his area, and use them where they can be 
most helpful. 

At present the little new manpower 
available is coming from the pool of boys, 
older men and women who can be taught 
the rudiments of oilburing. Any thor- 
oughly “green” help has to be trained. 
This is being done by meetings and 
classes with the manufacturer’s service 
manual as a text book. A service manager 
usually can pick those who are progress- 
ing satisfactorily, and begin their experi- 
ence in the field with the older service- 
men. It is usually important to make it 
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clear to the experienced servicemen that 
the newcomers are not being hired to take 
their places, but only to lighten the ser- 
vice load. With proper. management the 
experienced man can be made to feel sufhi- 
ciently secure in their jobs that they will 
cooperate fully in training the “green 
horns.” They cannot be expected to be 
enthusiastic about training new personnel 
to undermine their own jobs, and rumors 
spread fast, particularly in the larger or- 
ganizations. 

Though most service managers prefer 
the boys, they recognize that these fellows 
may soon be subject to the same hazards 
as present servicemen. They shortly will 
be subject to draft by the armed forces, or 
with some mechanical experience, will be 
acceptable to plants in war work. 

Some older men have been found who 
are exceptional for service work. Though 
they are the rare exceptions, there are 
two retired businessmen in the East who 








Help Wanted—Male 


OIL BURNER’ servicemen wanted, expert- 

enced; top wages; $1.35 per hour; time and 

a half for overtime; steady work; union 

shop ‘ state experience aad 
u 


OIL BURNER SERVICE MAN. £ - 
P Rpg have car, Brooklyn tcnrtony. 
eek and expenses; Call ed 
SERVICE MAN for oil burners; experi- 
enced only; excellent opportunity; call 
between 9 and 12 A. — 






































are now servicing oilburners with the 
same enthusiasm that others become air 
raid wardens and auxiliary police and 
firemen. They recognize the essential na- 
ture of civilian service and repair work, 
and now are indulging professionally their 
former hobbies. Though such men are ex- 
ceptional, there may be one or two in 
every City. 

Women are appearing in oilburner ser- 
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vice, though they are not yet being em- 
ployed in any considerable number. 
Prejudice against women in overalls is 
fast being overcome, and the oilburner 
service field is likely to see many more of 
them before the end of the emergency. 
The industry long has had those half- 
dozen stout-hearted women who have 
conducted outstanding dealerships, and 
we are likely to have more of them. 

The recent arrivals in the service field 
are being used largely as bird-dogs to 
point up those calls that really need a 
competent serviceman. Women and 
youngsters can be taught quickly to 
change fuses, set the thermostat above the 
room temperature, clean a dirty helix and 
recycle a burner, check for oil in the tank 
and water in the steam boiler. Though 
they are not able tc rebuild combustion 
chambers or change piping, they are to 
be taught to find the real trouble spots 
for the experienced men who can service 
them. 

Fewer and Shorter Calls 

Most service organizations are going 
even further to save the time of their men. 
They are teaching their customers to 
make the obvious tests and check the more 
common trouble spots. The necessity of 
putting all service on a paid basis has 
helped to cut the number of calls in many 
territories, but service managers still feel 
that the untutored homeowner is still 
making too many unnecessary demands 
on their men’s time. 

Besides checking switches, fuses, oil and 
water levels, most customers can be 
taught to do such simple operations as 
clean contacts, wash strainers, and in 
some cases clean their own nozzles. 
Though many service managers shiver at 
the thought of a customer breaking an oil 
line, or touching an electrode, it may be 
necessary in some cases to encourage the 
owner to do as much for himself as he is 
competent to do. “No heat” calls in near- 
zero weather demand action, and good 
servicemen must not be tied up changing 
fuses when those calls come in. 

Some managers already are handling 
all possible service by telephone. They are 
suggesting points for the customer to 
check, and things he can do from the cus- 
tomer’s description of his trouble. Any 
delay that can be made possible by the 
customer supplying heat, even tempo- 
rarily, by telephone directed, home-made 
service, makes possible better organization 
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and routing of service calls. This same 
telephone technique is being used by some 
service managers to steer their new help 
and “bird dog” servicemen. An experi- 
enced manager can tell from the symp- 
toms that are reported by telephone what 
to suggest that the new serviceman try 
next, and from the report he can decide 
how urgent the situation may be. If an 
experienced man is required on the job, 
the proper man can be routed there with 
the least expenditure of time, gasoline and 
tires. 

In the interest of saving tires and gaso- 
line, as well as man-hours, the most efh- 
cient routing of service calls is necessary. 
Many organizations now are taking rou- 
tine calls with the understanding that no 
serviceman can be sent within 24 hours, 
and possibly longer. This makes possible 
the grouping of calls in a neighborhood 
to make the most efficient use of the man’s 
time and mileage. 

At some later time it may become 
necessary to organize a service pool in 
each of the larger markets. This has been 
discussed in some areas, but so far no ac- 
tion on the various plans has been re- 
ported. Oil and burner companies in the 
service business at present prefer to per- 
sonally serve their customers where possi- 
ble. In those cases where the distances are 
too great, or time too short to handle a 
call effectively and efficiently, some deal- 
ers have worked out a call-swapping plan 
with other service organizations nearer to 
the customer’s home. 


Billing Swapped Calls 


In cases where calls are swapped the 
plan provides that the serviceman an- 
swering the call represent himself as an 
employee of the customer’s own service 
organization. The work completed, and a 
report made to the customer’s organiza- 
tion, the call is billed by the original com- 
pany and an agreed payment made to the 
company that actually did the work. In 
this way the original service organization 
for all practical purposes, has maintained 
its contact with its customers. 

Payment between dealers for swapped 
service calls can be made on a time basis 
or by the call. It is assumed that the swap- 
ping will be mutual and that any inequi- 
ties can be easily ironed out. Both parties 
will have saved time and mileage that 
otherwise would have run up their costs. 

To facilitate service and save the ser- 
viceman’s time, both where service is 


swapped and where new or inexperienced 
men are breaking in, a few dealers are es 
tablishing a service card that will hang 
beside each of the installations it services. 
This card in the customer’s basement will 
contain the date and description of work 
done on each call, so that any serviceman 
who may work on the job in the future 
can get a thumbnail history of the in- 
stallation, its past symptoms and weak- 
nesses. Such a card usually can be com- 
piled from service reports in the office, 
though most of the larger service organi- 
zations have a book or card file which will 
yield the information quickly. 

Basement records need not be too elabo- 
rate, but they should show the essentials 
of any work done. It will shorten a man’s 
time on a call to know when the nozzle 
was last changed, when the strainer was 
cleaned or the filter cartridge was re- 
placed. Recurring troubles will point to 
spots that need a quick check. 


Office Records Essential 

The basement service record is not a 
substitute for servicemen’s reports or for 
the complete office record of the installa- 
tion. Such office records are important, if 
not necessary, to the proper handling of 
telephone service where managers are 
avoiding emergency calls. 

Some service managers are not enthused 
about basement service records, since they 
make the history available to any com- 
petitor that may happen on the job. Some 
object that it is not good to have the cus- 
tomer know too much about the work 
that has been done, but both these objec- 
tions and their-evils, real or imaginary, 
may yield to the pressure of the times. 

Competitively, it is well for every ser- 
vice manager to remember that his rival 
organizations in the field are struggling 
with the same problems that he faces, and 
probably are going to be too busy to take 
undue advantage of him. All organiza- 
tions are going to be forced to work closer 
together during the war, and it is likely 
to be a tremendous business asset to be 
known by competitors as a straight- 
shooter. Everybody is going to need to ask 
favors of his competitors, and grant fa- 
vors to his competitors. 

Apart from any moral or social con- 
siderations, honesty and cooperation 
among competing service organizations 
now will become necessary to rugged sur- 
vival. The “Help Wanted” shingle is 
hanging outside everybody’s door. 
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Lead Customers by the Hand Through Winter’s Rationing 


By 
Robert Gray 


~~ 
: ae little doubt about it . . . the 
fueloil distributor is a changed man, or if 
he isn’t, he is going to be before many 
days. Yesterday he was a business man, 
buying and selling for profit and treating 
customers reasonably well. But rationing 
has changed all that, not in the sense that 
he can’t make profits, but he’s beginning 
to doubt that he’s a business man. 

There is less doubt about the things he 
knows he is going to be, at least six or 
seven professions poured into one mold. 
If he is conscientious about the well be- 
ing of his customers, as most are, he’s go- 
ing to have to learn to instruct, reform, 
wheedle, cajole and snoop. 

More bluntly, it is his war-given mis- 
sion to take each of his customers by the 
hand and like a Dutch uncle lead them 
through their first winter of less oil than 
they want. When OPA’s rationing divi- 
sion tied the fueloil distributor directly 
into the program, by having him send out 
certificates on last year’s purchases as 
well as send out the ration application 
blanks, they transferred quite a load from 
local rationing boards to the oil men. 


OPA had no sinister purpose in this. 
Who else could have done that particular 
job? No one else even knew who the fuel- 
oil users were. When the oilheating user 
got his rationing application blank, he 
had some work to do, work that couldn’t 
be done in a schoolroom or in a rationing 
board office. He had to measure rooms, 
make calculations, and spend the best part 
of an evening figuring all the answers to 
the many questions, so the blanks had to 
be sent to him. 

Mailing out the purchase certificate 
and the ration blank was in itself a sim- 
ple assignment, but before noon the next 
day every oil man with fuel customers be- 
gan to sense the shape of things to come. 
His phone rang all morning. His recep- 
tion room was full and the outer office 
fuller of customers who brought the 
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blanks in for a heart-to-heart discussion. 

Even before the blanks went out, a 
good many oilheating homeowners had 
been in to discuss temperatures and fire- 
places and sick folk. Meetings of home: 
owners associations had arranged to de- 
vote their October third-Friday forums to 
the fueloil problem, and had invited the 
neighborhood oil man for star performer. 
Some mention that they took along a large 
reproduction of the rationing chart from 
the October issue of FuUELort & Ort HEAT, 
and the laymen seemed to understand it. 


To the neighborly, helpful, merchan- 
dising-minded type of fueloil distributor 
the opportunity to know his customers 
better, to be really a friend in need, may 
pay a lot of dividends in years to come. 


Some Distributors Aloof 


Here and there distributors are taking 
the other tack. Their attitude is “We've 
got all the oil we can get; you've got the 
money; all future moves are up to you.” 
The worst of it is that they can get away 
with it for as many years as the war lasts, 
for few customers will take a chance on 
shifting suppliers at this stage. 

As soon as the siege of blank filling-in 
and advice-giving was over for the better 
distributors—and what a hectic fortnight 
—came the realization to most of them 
that the job wasn’t over at all, that it had 
just started. How are they now going to 
keep the customers within bounds? 

Rationing sugar may affect a man’s 
sweet tooth, as gasoline affects his Sunday 
outings, but rationing physical comfort, 
or discomfort, is a brand new excursion 
into the unknown. One thing is already 
fairly certain—some people are not going 
to be satisfied with 65° heat through- 
out the day. October experience shows 
that. dt’s not bad in the mornings when 
the household is active, but after lunch 
when the Missus settles down to sew or 
read, she soon chills, sneezes, and decides 
Sherman was right as she reaches for the 
little wheel on the thermostat. 

So in many cases other answers are be- 
ing found, or will have to be discovered 
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as the season advances. And it’s an indi- 
vidual problem with nearly every cus 
tomer. Complicating the whole picture is 
the recent decision of OPA that the ini- 
tial October 1 inventory in the customer’s 
tank is not to be deducted from the first 
period coupons, but rather is to be tailored 
equally from the five periods. This gives 
the customer a big reserve at the start, and 
a secure feeling that comes with well filled 
tanks. OPA made this change against its 
better judgment as a concession to fuel- 
oil men who saw that without it their de- 
livery costs and truck mileage would soar. 

It was, for that reason, a sound decision 
but it places on fueloil men a responsi- 
bility to see that the users do not dissipate 
this cushion before the zero days arrive. 
If they do, a few might be able to get 
temporary relief by a rationing board ap- 
peal, or again they might not, depending 
upon the general supply situation. In any 
event, relief would only be temporary, by 
borrowing coupons against later periods. 

While dealers know that customer 
handling und:r rationed deliveries can- 
not be a cut-and-dried affair, that it must 
be a day-to-day case procedure, yet most 
have worked out a base plan for a spring- 
board. In developing a plan, the toughest 
things to decide were whether or not to 
ask the customer to deposit his coupon 
book with the supplier, what to do about 
automatic deliveries, and how to get away 
from the peak delivery situation that 
seems to be ahead, inasmuch as most tanks 











were full on October 1 and will be empty 
at about the same time in late November. 

Favoring deposit of the coupon books 
is the fact that deliveries can be made 
when no one is at home if the basement 
has been left unlocked or if the tank has 
a ventalarm. Also, the supplier always 
knows how many coupons remain in the 
book. Opposed to the deposit of books is 
the belief that when the customer can see 
and count the coupons from time to time 
he’s less apt to waste his substance in 
riotous comfort. 

Apparently more than half of fueloil 
men are asking that the coupons be de- 
posited with them. One large Philadelphia 
distributor has given customers a choice 
of either depositing their books or mail- 
ing him coupons 48 hours in advance of 
delivery. This latter is impractical, be- 
cause the law (OPA Order No. 11) defi- 
nitely states that under no circumstances 
may customers tear the coupons from 
their books; this can only be done by the 
oil company or the driver, who must 
check the numbers written on the face of 
each coupon against the number and 
validating stamp on the book. Thus, the 
only way customers could mail in cou- 
pons before each delivery would be to 
mail the book, which is much too bulky 
for shuttling back and forth. 

Automatic deliveries are possible when 
books have been deposited, though it is 


going to be necessary to recalculate K 
factors for every customer after his ration 
is known. One upsetting thought is the 
probability that some homeowners may 
burn oil at a full thermostat setting for a 
couple of weeks, planning to be away 
from home the following two weeks. 

One man well known to the writer, 
whose ration cut is 38% from normal, 
plans to heat his full house to 70° until 
the Christmas holidays are past, then shift 
the family into four rooms of the house 
for the cold months. It’s a rambling one- 
story house, so arranged that half of the 
floor space can be definitely cut off from 
heating. The four room “apartment” has 
storm sash, insulation, and will be main- 
tained at 70°. The total oil ration will 
take care of the problem, with a few gal- 
lons to spare. But he will be using up 
most of his initial inventory cushion be- 
fore New Year, which will completely 
knock out automatic delivery calculations. 
This particular family tried 65° tempera- 
tures in October, concluded never again, 
come what may. A normally healthy 
family, four of the five members got se- 
vere colds, one with temperatures, doc- 
tor’s attention, etc. 

Fueloil men, particularly the kind that 
customers know to be interested and 
helpful, are going to have to hear a lot 
of such stories, going to dig for the an- 
swers. Nonetheless, operating plans and 
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policies can be, and are being, formulated 
in a broad general way. 

In interviews with a considerable num- 
ber of fueloil men in late October, most 
had fairly similar ideas up to a certain 
point. Few had gone all the way in estab- 
lishing policy. One Brooklyn company 
seemed to have gone farther than most, 
had its plan set and ready to go. 

This firm was an oilburner dealer be- 
fore it sold fueloil, although before burn- 
er sales dropped last winter, its fueloil 
dollar volume had grown to several times 
its burner volume. It operates eight fuel- 
oil trucks. The important point is that 
this company never thought of its sales 
in terms of commodities; rather it is mer- 
chandising minded, customer good-will 
minded; it always sells better living, not 
just burners and oil. 

The customers know this; they know 
that they will be shepherded through the 
rough spots to the full limit of the com- 
pany’s ability. This is the plan, step-by- 
step, that this dealer expects to follow: 

1. Customers have been asked to keep 
their coupon books, believing this will 
keep them more closely tied to the overall 
job. 

2. A two-way postcard has been mailed 
to each customer to learn what was the 
initial inventory and what is the ration 
for each period. Some telephone follow- 
up will be necessary on this. 

3. Customers are told by letter that 
automatic deliveries are to be discon- 
tinued. To avoid excessive telephone or- 
dering, a supply of printed order cards is 
given to each, with instructions to send 
one in when the tank is a quarter full. 

4. Although automatic deliveries are 
theoretically stopped, the degree-day 
operation is to be continued for policing 
excessive consumption. The new K fac- 
tors have all been revamped to the ration 
and to a 60° base. This is the heart or 
control point of the whole system. 

After each delivery, the driver will re- 
port the approximate amount of oil in 
the tank to the degree-day operators. By 
checking the cards, they can quickly see 
if the customer is keeping in step. 

5. When the system shows that the 
customer is burning more than the ration 
affords, he is warned in a friendly letter 
and asked to come in and talk it over. 
Then if necessary one of the dealer’s men 
will go to the house to help find a solu- 
tion, which may mean that the house’s K 
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factor will have to be changed or a sup- 
plementary ration appeal made. 

6. Once each month a general letter 
will go to all customers, cautioning them 
not to waste their supply cushion. 

7. To get away from the peak-and-val- 
ley delivery problem that originated when 
all tanks were filled before October 1, the 
dealer plans to make a lot of small drops 
during November. When a customer 
whose tankful is used quicker than aver- 
age gets a delivery, the driver chases 
around to all the other customers in the 
block or nearby area and fills their tanks, 
though it may take only 100 gallons. 

A month of this is expected to get 
enough variety in tank condition that for 
the rest of the season deliveries can be 
reasonably spread out, more like normal 
operating years. The general policy will 


be to keep all tanks as full as available 
coupons permit. But if it hasn’t been con- 
venient for a truck to be in an area, and 
tank supply gets down to a quarter full, 
the customer’s card will come in. 

Rationing is going to take a lot out of 
some fueloil distributors, who look upon 
the whole thing as a colossal wartime 
headache. Others will take it in their 
stride as a chance to get to know a lot of 
good people better. Whether or not it 
pays dividends in after the war business is 
problematical; it probably will. But for 
the moment the payoff comes in a sense 
of enlarged usefulness. It’s a queer psy- 
chological quirk that if you are in a posi- 
tion to do a man a favor, to genuinely 
help him, you get more of a bang out of 
it than if he did you the favor. It’s our 
ego at work. 


Universal Fuel Rationing 


Is 


AT THE OCTOBER 12 DINNER MEETING of 
the Oil Burner Institute in New York, 
R. K. Thulman of FHA, the principal 
speaker, mentioned that there is some be- 
lief in Washington that universal ration- 
ing of all fuels is inevitable as the war 
progresses. There has been a growing con- 
viction among oilheating dealers that fuel- 
oil rationing alone is going to bring head- 
aches to several other elements of our 
wartime economy. 

Gas company officials are disturbed, 
and they should be. They foresee a heavi- 
ly increased demand for gas in oilheated 
homes. When Mrs. Jones finds the house 
chilly because she can’t burn all the oil she 
needs she’ll quickly recall that the kitchen 
is always hot on baking days, and if her 
household budget can stand it she'll keep 
the gas oven lighted for heat through sev- 
eral hours each day. If she can get a small 
gas reflector stove, that will probably be 
installed in the living room. Portable elec- 
tric heaters will come down from the attic 
to be ensconced in bathrooms. 

Gas or electric heating at cooking and 
lighting rates is costly, but a ten or fif- 
teen dollar increase in the monthly bill is 
not too hard to pay with present incomes, 
and people will not stay chilly long if 
there’s any money around to keep them 
warm. Few American women will abrade 
their tender hides with woolen snuggies 
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Probably Ahead 


until everything else has been tried. 

A half million homes are already heated 
with gas from basement heating plants. 
The utilities take that load in their stride; 
they’ve planned for it. But that is much 
less than the total gas they sell to homes 
for cooking and water heating. Probably 
two million oilheated homes use gas for 
cooking. If these users should undertake 
to make up half of their one-third cut in 
heating oil through kitchen oven and 
portable gas stove heating, the increased 
load on the gas companies would be equiv- 
alent to completely heating another 
300,000 houses, an impossible burden. 
Gas pressures will weaken, gasheated 
homeowners will shriek. 

Both gas and electric fuel in most parts 
of the country are made from coal or oil. 
Increasing their output to the limit of their 
facilities simply calls for more of the basic 
fuels. You get your oil heat from a wire 
or a pipe instead of a tank truck. 

If the United States had an actual 
shortage of any or all fuels, the problem 
could not be solved without decreeing a 
universal chill for the populace, as Europe 
has. Fortunately, our trouble is simply one 
of dislocation. As our larger army comes 
into being, transportation of all sorts will 
be much more heavily taxed than today. 
When that time comes, oilheating may 
be fairer-haired in Washington circles. 
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At least 50% more heat is hauled in a 
ton of oil than in a ton of coal; many engi- 
neers will say it’s double, considering rela- 
tive efficiencies in utilization. 


Next to transportation (or maybe 
ahead of it) is the manpower problem. 
Back in the depth of the depression, coal 
companies sold a lot of congressmen the 
idea that coal is the preferred fuel be- 
cause it uses five times as many men to 
produce a million Btu’s of heat as does 
fueloil. So using fueloil instead of coal in 
some areas could help solve two of our 
pressing war problems. 

In rationing all fuels, the British give 
the user his choice. A universal fuel cou- 
pon is used for coal, fueloil, gas or elec- 
tricity. They tie cooking and lighting 
fuels into the ration along with those for 
heating. Thus, if the user elects to use all 
of his fuel coupons for oil, he must cook 
and light with it as well as heat. 

Oil is scarce in Britain, since it must 
all be imported. So the number of heat 
units in a coupon’s worth of oil is less 
than if coal were bought. Distances are 
short in Britain. The internal transporta- 
tion problem is not so acute. Hauling more 
coal about their country is better than 
hauling oil into the country by tanker, 
even considering the extra manpower that 
coal mining requires. 

As our share in the war intensifies and 
casualty lists mount, we'll probably ap- 
proach a completely managed economy; 
the public will demand it. When that ar- 


’ rives, questions of expedience will be ex- 


plored to their depths. Manpower and 
transportation will be properly evaluated, 
in the light of what will win the war and 
at the same time keep civilians as com- 
fortable as possible. Along with that will 
doubtless come universal fuel rationing, 
in which oilheating should regain about 
the same relative position to other fuels 
that it had before the war. It would be 
sound to replace coal with oil in some 
areas, permitting the installation of the 
70,000 oilburners now in stock. 
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METAL ALLOCATIONS for the manufacture 
of grates and other conversion equipment 
must be used only for items necessary to 
convert from oil to coal, WPB has 
warned. No fireplace equipment can be 
made with the 11,009 tons of iron and 
steel earmarked for conversion. 
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Refineries Hit 


Ratios are Unbalanced 


Refiners are taking their deepest cut in 
the most profitable product, gasoline. Un- 
less they get financial relief, either as 
Government assistance or in higher prices, 
they cannot long continue to produce the 
needed amounts of fueloil without run- 
ning into the red. This and other develop- 
ments of the supply and demand situation 
are discussed in the October report of the 
Petroleum Industry War Council to 
OPC. Too long to publish in full, per- 


tinent sections follow: 


: industry forecasts currently pre- 
pared by the Working Subcommittee do 
not necessarily reflect what will happen, 
but what it is believed can be made to 
happen if adequate steps are taken sufhi- 
ciently far in advance to meet foreseen 
changes in conditions and requirements. 

The sole criterion in the forecasts for 
the evaluation of any operating change is 
its effectiveness in meeting war require- 


ments. The application of alternatives 
may, or may not involve economic disad- 
vantage to the industry. The forecast op- 
erating programs thus define the indus- 
try’s war objectives, and at the same time, 
by comparison with existing operations, 
provide a basis for measuring the finan- 
cial adjustments necessary to maintain the 
industry solvency necessary to enable it 
to meet its war requirements. 

As a result of a series of new adminis- 
trative orders, of which the nation-wide 
rationing of gasoline is perhaps the most 
important, the overall industry require- 
ments have changed substantially since 
the last report of this Committee and have 
made it necessary for the Committee to 
revise the operating program presented 
in its last report. 

This month’s report of the working 
subcommittee, of which this is ‘a summary, 
covers a forecast of supply and demand 
requirements over the coming winter, and 


reflects the effect of the Baruch Commit- 
tee recommendations for nationwide gaso- 
line rationing to conserve rubber and of 
rationing of fuel oils for heating in Dis- 
trict I and all of District II with the ex- 
ception of Oklahoma and Tennessee. 

Since the last meeting of the Council 
there have been two major developments. 
One has been the failure to bring tank 
car deliveries into District I to the level 
estimated as both necessary and attainable 
in the last report of the Committee. Not 
only have total deliveries failed to reach 
the level forecast, but the products deliv- 
ered into District I have not reached the 
desired proportions. These two effects are 
shown in the following table comparing 
the actual changes in District I stocks 
with those forecast for the period August 
15th to September 26th. 


Stoc 
Actual Stock Change Forecasi 
Product Change In Last Report 
Gasoline .... — 100,000B. — 4500,000B 
Kerosene plus 
distillate fuel 
Se +3,200,000 B. +4,800,000 B 


RON cis eit era's + 900,000 B. +5,000,000 B. 


The new transportation forecast which 
considers the effect of supplies made avail. 
able nearer District I by extension of 
gasoline rationing measures beyond the 
District and the effect of some increase 
in probable available transportation fa- 
cilities, indicates that it should be possi 
ble to supply: 

(1) All rationed gasoline requirements 
in Districts I, II, II and IV. (Estimated 
to reduce passenger car consumption to 
52% of 1941 demand.) 

(2) All distillate, kerosene and resid- 
ual fuel oil requirements for non-heating 
purposes in Districts I, II, III and IV. 

(3) All distillate, kerosene and resid 
ual fuel oil for heating in Districts IIT and 
IV. 

(4) About 80% of the kerosene, dis 
tillate and residual fuel oil required for 
heating in Districts I and II in a normal 
winter. 

These estimates are based on the as 
sumption that the coming winter will be 
one of normal temperature. Deviation 
from the normal might very likely be as 
much as 4%, in which case, if it were 
colder to this extent, it would be possible 
to supply only 75% of the fuel oil re- 
quirements for heating in Districts I and 
II after meeting requirements of other 
products, as discussed above. 
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It should be emphasized that these con- Table | 
ae qe. = 4 Weeks Preliminary Required 
clusions are based on realizing the esti Yerkes Ending Foo py ed 
mated higher tank car deliveries and also Oct. 1941- Sept. 19, Oct. 1942- Oct. 1942- 
on the continuance of some deliveries by Mar. 1942 1942 Mar. 1943 Mar. 1943 
; ST Percent of Runs to Stills 
tanker to the East Coast during this win- Gasoline ..... rthaas! acageat 45.3 41.4 36.1 35.2 
ter, neither of which can be considered to Kerosene it Distillate... 5. e455: 20.3 21.6 24.4 23.2 
Lw> chafieitesl d NOSHGGSE Coca. hot eak Sas bao e od y 3 By, yy 25.3 27.2 
ennitely assured. Oiler: Protects 20.020. 6 ast 12.7 14.9 14.2 14.4 
The failure of deliveries of fuel oils to one sone 100.0 100.0 


reach the desired proportions is part of 
the second main problem; the problem of 
the necessary changes in refinery yields. 
The refinery yield problem was already 
serious at the time of the last report, but 
the projected institution of nationwide 
rationing in accordance with the Baruch 
Committee recommendations, which will 
reduce available gasoline outlet without a 
corresponding reduction in requirements 
of other products, will still further aggra- 
vate an already serious situation. This 
problem has developed to be fully as im- 
portant as the related problem of trans- 
portation shortage, but due in part to a 
lack of understanding, has received far 
less attention to date. 

The required changes in yields to meet 
these new conditions for the four districts 
averaged together are shown in Table I, 
together with current and past yield data. 


Cut Gasoline Yields 


These figures show clearly the further 
drastic changes that must be made to re- 
duce gasoline yields so as to not exceed 
the gasoline outlet which will be available 
this fall and winter under conditions of 
nationwide rationing. It will be noted 
that, if current yields were continued and 
crude runs maintained through the com- 
ing winter, gasoline would be over-pro- 
duced in the four districts by almost 200,- 
000 barrels daily, and since Distict IV is 
in balance, the accumulation would all 
occur in Districts I, II and III. This over- 
production in gasoline would result in 
correspondingly reduced supplies of dis- 
tillate and residual fuel oils, even if stor- 
age capacity existed for all of the excess 
gasoline. Since this is not the case, unless 
present yields are changed as indicated, 
crude runs would have to drop off and 
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ual fuel oil requirements are even more 
urgent, there would result a shortage, un- 
der normal winter conditions, of at least 
50% in the requirements of distillate fuel 
oil for home heating purposes in Districts 
I and II for this winter. If this situation 
occurred, it would be impossible to sup- 
ply even the contemplated rationed re- 
quirements of distillate fuel oils for home 
heating in Districts I and II, even though 
adequate transportation should be avail- 
able for this purpose, as is indicated if 
the forecast transportation is realized. 
Such an occurrence would be a major dis- 
aster which can only be averted by prompt 
action to secure the necessary yield ad- 
justments. The reduction in gasoline yields 
to the average required by the forecast 
period should be accomplished as early 
as possible in October, in anticipation of 
the beginning of gasoline rationing, since 
if the adjustment is delayed, it will have 
to be more drastic later, and thus more 
difficult to attain. 

The maintenance of anything like ex- 
isting crude runs and yields will inevitably 
result in inadequate supplies of the 
needed fuel oils and excessive stocks of 
unneeded gasoline. 

A primary requisite to achievement of 
necessary yield changes is proper read- 
justment of price ceilings or other meth- 
ods of compensating the refiner for the 
large losses otherwise involved in forcing 
them to make more of the low price prod- 
ucts and less of their high price products. 

The foregoing illustrates the urgent 
necessity of the industry putting into 
practice the required changes in overall 
refinery yields in order that there will be 
no over-production of gasoline when sup- 
plying the reduced outlet corresponding 


to nationwide gasoline rationing while at 
the same time meeting the requirements 
of other products. The main deterrent to 
the accomplishment of yield changes to 
date has been the fact that present price 
ceilings were set at a time when much 
more gasoline was needed. These ceilings 
discourage the production of additional 
fuel oil and fail to compensate the refiner 
who complies with the basic needs of the 
present situation. 

Even if arrangements were already 
guaranteed whereby the necessary adjust- 
ments would be made to maintain the in- 
dustry in a sufficiently solvent condition 
to meet the altered yield requirements, 
there still exists the question as to how the 
compensation would be granted. 

Regardless of the form of compensation 
for the necessary changes in yield, the 
Committee desires to emphasize: 

(1) Prompt action is essential if the 
emergency situation is to be met. 

(2) Refinery realizations on fuel oils 
and gasoline should be adjusted so that fi- 
nancial incentives are more in accord with 
consumer needs. 

(3) Administrative orders for uniform 
increases in refinery yields will necessarily 
result in hardships and inequities, even if 
accompanied by price adjustments. 

O.P.A. and O.P.C. have relied heavily 
on the patriotism of the industry and its 
executives to meet the wartime needs re- 
gardless of profits or losses, but in the 
long run a patriotic corporation can no 
more run on ldésses than a patriotic auto- 
mobile can run on water. 

The estimates of available transporta- 
tion to District I are shown in the accom- 
panying table in thousands of barrels 
daily. 
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Transportation to District | 


the shortage in distillate and residual fuel 
oils would be even greater than 200,000 


barrels daily. Method of Delivery Oct. 1942 Nov. 1942 Dec. 1942 Ist Q. of 1943 
Lee a fk : "Fant Cog oe dak oniat a. + cases, 900 950 900 987 
If all reduction in the fuel oil supplies _— Pipeline ...........-.-+-. eS 136 146 156 181 
seman : Greet Rabee < ehek edict set exs 70 38 ane as 
due to maintaining present yields were FT. Miss. /Ohio .. 0... 33 43 48 63 
reflected against distillate fuel home heat- NNR RS ass aks 30 35 85 85 
ing oil requirements on the assumption | Assumed Tanker ............... Geic Ss ssa 40 
that non-heating distillate and total resid- Me FA SS os SS 1,269 1,332 1,289 1,356 
foeloil 19 
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Rations and Health 


Medical and Public Health Men Discuss Cooler Homes 


Sine of the medical and public health 
considerations involved in the recent an- 
nouncement of the rationing of heating 
oil in thirty states and the District of Co- 
lumbia are explained in the October 3 
issue of The Journal of the American 
Medical Association. The article is an ab- 
stract of a report on the health aspects of 
fuel rationing as worked out by medical, 
public health and ventilating experts and 
submitted to the Advisory Committee, 
Fuel Rationing Division, U. S. Office of 
Price Administration, by a subcommittee 
headed by Leverett D. Bristol, M.D., Dr. 
P.H., New York The abstract says: 
“Physicians, engineers and _ public 
health workers are accustomed to think 
of indoor heating and ventilation in terms 
of a ‘comfort’ zone. We may have to re- 
organize peacetime procedures in the di- 
rection of a ‘discomfort’ zone. Health 
should not be jeopardized; any rationing 
plan adopted should be based on equality 
for all, with special consideration for those 
of tender or advanced age, or those with 
actual disease or lowered vitality. Any 
plan must be preceded and followed 
through by an intelligent and extensive 
educational program directed by some 
federal agency in Washington, with 
whatever medical or public health as- 
sistance or leadership may be required. 
Centralized medical or public health ad- 
visory relationships will be of great help 
with state and local groups as well as at 
the federal level. A suggested slogan based 
on a popular song of the first world war 
is ‘Keep the Home Fires Burning—Low!’ 


Too High Temperatures 


“In the past we have erred on the side 
of too high temperatures and too dry at- 
mospheres. Temperatures must be kept 
down, but we must not err at the other 
extreme so that severe chilling and possi- 
ble sickness may result. While most of 
our winter ills are due to bacterial and 
virus infections, scientific evidence shows 
the important relationship of lowered re- 
sistances and changes of weather to these 
conditions. There is little experimental 
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evidence to show what an individual in a 
wartime economy can get along without 
in his artificial heat requirements without 
injury to health. 

‘Ventilation is not so much a matter of 
what we breathe in through our lungs as 
it is of how our skin and body react. It is 
more of a cutaneous [skin] than a respira- 
tory problem. It is more immediately im- 
portant to ventilate in the interest of the 
heat regulating mechanism of the body. 

“An ideal temperature, irrespective of 
humidity and air motion, does not exist, 
nor does a safe minimum temperature ex- 
ist without these influencing factors.” 

The report says that, without regard to 
other factors, the following may be con- 
sidered minimum temperatures for emer- 
gency requirements for fuel oil rationing: 
for the average private home and apart- 
ment house, department stores, office 
buildings, and so on, 60-68 F. (majority 
opinion 65 F.), subject to local regula- 
tions or codes; for hospitals and sana- 
toriums, 68-80 F. (majority opinion 70 F. 
except operating rooms 80 F.), for schools, 
60-70 F. (majority opinion 65 F.), sub- 
ject to local regulations or codes. 


Heating for Use 


“Indoor temperatures of dwelling 
places, hospitals, schools, stores and 
offices,” The Journal abstract continues, 
“must vary according to the conditions 
and activities of occupants and the specific 
uses to which various rooms are put. All 
industries should carefully scrutinize their 
heating and ventilating equipment and 
practices to the end that winter indoor 
heating temperatures may be kept at the 
lowest possible point consistent with the 
efficiency of the workers. . . . 

“Little or no attempt should be made 
to heat bedrooms, except those occupied 
by infants, aged persons or those who are 
ill. Bedroom temperatures may be from 
50 to 60 F. The bathroom should be kept 
warm and a schedule set up for dressing 
and undressing in the bathroom. Warm 
night clothes and bed coverings should 
be provided. Living rooms should be kept 





at a suitable temperature at the expense 
of the dining room, halls and kitchen. 
The temperature should be lowered to 50 
F. at night and local heat sources should 
be utilized. Drafts from windows, doors 
and fireplaces should be minimized by 
keeping windows and doors closed. Pull- 
ing down window shades at night screens 
the cold blast from the rest of the room 

“Reduced indoor temperature is less 
apt to injure persons in good physical 
condition and having good health habits. 
The usual recommendations relative to 
exercise, sunlight, food and rest are 
stressed. Adequate clothing, and especial- 
ly foot covering, is emphasized. Cold 
baths of short duration are recommended 
for certain persons. Overfatigue should 
be avoided. 

“Indoor comfort and health depend on 
individual adjustments of clothing as 
much as on proper heating and ventila- 
tion. Double comfort standards between 
men and women are due largely to dif- 
ferences in dress or clothing. The appli- 
cation of this knowledge to individual 
situations would do much to prevent dis- 
satisfaction and possible ill effects of cool- 
er indoor temperatures and drafts during 
the winter. Every individual should be 
brought to realize that he is his own cloth- 
ing engineer and that a heavier dress or 
suit, an extra undergarment or overgar- 
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ment may do much toward winter health 
and comfort in overcool rooms. ‘Wear a 
sweater and help win the war!’ The body 
adjusts itself readily to temperatures at 
least 10 degrees below what we in the 
United States consider the standard tem- 
peratures for dwelling houses. The Eng- 
lish, based on experience with radiant 
heat, believe that a 60 F. dry bulb tem- 
perature is adequate if room occupants 
are properly clothed. . . . 

“Supplemental fuel oil should be al- 
lowed to homes in which there are chil- 
dren under 4 years of age, for whom a 
temperature of not less than 70 F. should 
be provided. This would also take care 
of the needs of the nursing mother. After 
the fourth birthday, normal children need 
a cooler and not a warmer environment 
than adults. Clder people, particularly 
those of lowered vitality, should have a 
temperature of not less than 70 and pos- 
sibly as much as 74 F. Consideration 


should be given to individual differences; 
some people are ‘old’ at 55, others are 
‘young’ at 70. In general, supplemental 
rations should be made available for 
homes with 1 or more occupants over 65. 
Where there are 1 or more cases of acute 
or chronic illness or invalidism, the physi- 
cian should be the judge of the need for 
supplementary fuel oil rations. 

“The physician’s place in administra- 
tion and certification would consist in 
certifying to the ration board for the sup- 
plemental fuel oil rations for cases in- 
volving actual needs arising out of sick- 
ness and the infirmities of old age or other 
special cases. It might be desirable to have 
a local physician as a consultant or ad- 
viser to local ration boards. Consideration 
should be given to possible periods of ab- 
normally cold weather and the possible 
occurrence of epidemics or threatened 
epidemics of disease and to communities 
which may be described as resorts.” 


Tank Car Shipments Drop 


In 


FROM THE HIGH POINT of 856,710 bar- 
rels daily moved Eastward by tank cars in 
the week ending September 19, the five 
succeeding weeks have shown important 
declines in oil transport. The week end- 
ing Sept. 26 had an average of 835,530 
barrels daily, the week ending Oct. 3 
averaged 768,924, and the week ending 
Oct. 10 again dropped, to 766,410. After 
a healthy comeback in the Oct. 17 week 
to 838,163 average, the next week, end- 
ing Oct. 24, nosedived to a new low for 
recent times of 759,223. 

In another section of this issue is the 
October report of the Petroleum Industry 
War Council, and its supply estimates are 
based upon average tank car movements 
of 900,000 barrels daily, a figure that is 
becoming daily more improbable. 

Since the average number of cars en- 
gaged in the Eastward movement is 
higher than a month ago, it would seem 
that the difficulty lies at least partly in 
the inability of railroads to get the trains 
through, because of extraordinary de- 
mands for war freight hauling. On Octo- 
ber 1 an actual count of tank cars in oil 
service was 70,576, an all-time high. 

In commenting on the low shipments 


Last Five Weeks 


for the October 10 week, Deputy Petro 
leum Coordinator Ralph K. Davies said: 


“Although we are still hopeful that we 
may be able to maintain a daily average 
of 800,000 barrels through the winter, it 
is becoming increasingly evident that the 
assignment will be a most difficult one for 
the oil industry and the railroads. 
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“A number of factors, including the 
necessity of diverting tank cars for essen- 
tial military use as well as to other special 
services, are operating now to retard the 
movement of oil to the Atlantic Seaboard, 
and may be expected to continue to op- 
erate in that fashion. What the result 
will be when there is added the factor of 
winter weather no one can predict. I can 
only express the confidence of the Office 
of Petroleum Coordinator that the oil in- 
dustry and the railroads will do the best 
job possible under the circumstances.” 

Several factors apparently contributed 
to last week’s falling off in shipments, Mr. 
Davies said. 

One was an unavoidable 24-hour delay 
in the return of between 1,800 and 2,000 
empty tank cars to the West for reload- 
ing. These cars were held up because of 
traffic congestion on a particular railroad 
which was handling special movements. 

Another was the continued transfer of 
tank cars from petroleum szrvice to the 
vegetable oil and related services. A check 
just made indicates that approximately 
500 tank cars have been so transferred 
within the past three weeks; and it is an- 
ticipated that still more will be shifted 
within the next weeks under War Pro- 
duction Board priorities. 

A third was that cold weather in the 
northern States of the Middle West, re- 
sulting in a substantial increase in ship- 
ments of heater oils, required the use of 
about 600 additional tank cars in that 
area which might otherwise have been 
loaded to the East Coast. In the week 


(Continued on page 44) 











Saving Heavy Oil 


By H. T. Kucera* 


F UEL oil rationing is here. Probably 
ninety percent of all fuel oil burners are 
affected by the ruling and there is little 
question in any one’s mind that the ra- 
tioning will stay for the duration. 

The indications are that less than two 
thirds as much fuel oil for space heating 
is available as is consumed in a normal 
year. All buildings that continue to use 
fuel oil as the source of heat for space 
heating will have to get along on approxi- 
mately two thirds as much fuel as they 
normally use—and even less if the 
weather is more severe than normal. 

What can we do about it? The small 
building will find it comparatively easy 
to add insulation, storm windows, etc. to 
reduce the building heat loss. Most small 
burners have never been tended very 
carefully and therefore a little adjusting, 
cleaning of flues, etc. will effect a consid- 
erable saving on the combustion end. The 
savings affected by insulation and in- 
creased burner efficiency as well as by 
fixing up the heating plant, shutting off 
the radiator in the garage, recreation 
room, etc., will account for a considerable 
portion of the cut in fuel allotment so 
that the standard of temperatures main- 
tained may not be changed appreciably 
in residences. 


Heavy Oil Saving Harder 


What about the larger building; the 
apartment building, the store, office build- 
ing, etc.? How are they to effect this re- 
duction in fuel consumption? On the aver- 
age it will be found that there is very lit- 
tle room for effective insulation in the 
larger building. The average burner in- 
stallation in the larger building, frequent- 
ly operated by a trained janitor or engi- 
neer is normally operated at a fairly high 
rate of efficiency. Normally, not very 
much of a saving can be looked for from 
increased burner efficiency in the multiple 
occupancy building. 

Some improvement can be made to most 





*Vice-president, Marsh Tritrol Co., Chicago. 
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every heating plant to improve heat dis- 
tribution and reduce fuel consumption. 
No building operator can now afford to 
overheat ninety percent of his building 
in order to supply the “hard to heat” ten 
percent of the building with heat. Every 
heat complaint must be carefully investi- 
gated and analyzed. If only one room or 
one section of the building is “cold,” im- 
mediate steps must be taken to bring the 
rate of heating of this room or section up 
to the level of the remainder of the build- 
ing. This may mean changing a faulty 
trap or vent. It may mean repitching the 
radiator or steam branch. It may mean 
insulating, weather stripping, caulking, 
or storm windows. The heat emission of 
a radiator covered with a flake type gilt 
or aluminum can be stepped up about ten 
or twelve percent by painting with any 
light flat paint. Radiator covers may have 
to be removed or radiation added. What- 
ever the cause, cure it for it is necessary 
that all sections of the building are heated 
evenly to approach economical operation. 

There are not many garages or recrea- 
tion rooms or other rooms that can be shut 
off to save fuel in the larger building. In 
such buildings the principal portion of the 
fuel savings must necessarily be accom- 
plished by restricting building tempera- 
tures. It is here and here alone that sufh- 
cient savings can be effected in the aver- 
age multiple occupancy building to ac- 
count for the drastic reduction in fuel al- 
lotment. 

It has been customary in the past to 
start heating the average larger building 
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“plenty early” each morning to have it 
warm when needed. Most buildings were 
heated far into the night, long after heat 
was required throughout the building 
Sometimes the excuse was, “have to keep 
it warm for the cleaning women,” some- 
times it was “my tenants demand it,” 
sometimes it was just easier to let it burn 
than to shut it off. Now the cleaning wo 
men will have to wear an extra sweater. 
the tenant that wants to sit up and read 
late into the night must put on an extra 
wrap or do his reading at an earlier hour 
All heating plants must be shut down as 
early as the weather and the preponder 
ance of the building occupants permit 
Careful watch must be exercised not tc 
start heating the building earlier than ab- 
solutely necessary to have the building 
warm when actively occupied. Every ex: 
tra hour of heating means a waste of ap 
proximately one and one half percent of 
fuel. 

There was a time when building op 
erators felt they had to give their tenants 
all of the heat they could stand—when 
they maintained a practically continuous 
flow of heat regardless of outside tem- 
perature conditions. The result was, half 
of the windows in the buildings were open 
most of the winter and the poor boiler 
was working overtime trying to heat all 
outdoors, Such wasteful methods are defi- 
nitely out for the duration. Every shovel- 
ful of coal, every gallon of oil saved, helps 
to keep America’s war effort at top speed 
—releases ships and trains, and men for 

(Continued on page 47) 
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“| pull more business 
for my advertisers who 
give helpful facts” 


. 
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How this information brought an order 
Dr. C. of Springfield, Mass., wanted service on his oil 
burner. He turned to the Classified section of the Tele- 
phone Directory and selected the Leader Engineering 
Co. because their ad stated “Service on all Makes.” 






This is one of many instances in our records of busi- 
ness coming to Classified advertisers who give detailed, 
specific sales information about the products they sell 
and services rendered. 


What to put in your ads in the Classified 


J 
SECTION — Just call the telephone business office and 
ask that a Classified Directory advertising representative 
come and discuss this important matter. 


. went tk a 


He has a background of experience. He 





= knows the sort of information people look 
for. He can suggest copy that has been well 
= tested and has proved its pulling ability. 
foeloil 23 


é off heat 








Fewer Charge Calls 


When Free{Service Gave Way to Charge, Calls Dropped 50% 


By 
Old Timer* 


Wi December 7th, 1941, problems 
became the waking and sleeping existence 
of the oil burner service manager. Mr. 
John Q. Public could not see why a little 
thing like a war should affect his per- 
sonal convenience in any way at all. He 
was and still is ready to pick up his phone 
and demand that a competent service man 
be sent immediately to his home to remedy 
some real or fancied difficulty with his oil 
burner, and of course, at no charge. At 
last the sins of our free service advocates 
had found them out. John Q. Public cared 
not for the fact that oil burner service 
men were entering the armed forces and 
defense plants by the score—with no 
possibility of replacing them. Further, 
John Q. cared nothing for the fact that 
there was a shortage of gasoline and tires. 
Scarcity of parts and supplies don’t in- 
terest him one bit. The fact that some se- 
lective service boards had gone to the ex- 
treme of telling oil burner service men 
to get jobs in defense plants or be drafted, 
and that some gasoline ration boards said 
that oil burner service men were non- 
essential and would be entitled to “B” 
cards only—these things didn’t interest 
him in the least; but the poor service 
manager was trying to decide which was 
the easiest way out—the gas pipe, a pis- 
tol or poison! 

In an effort to save his sanity the writer 
decided to find out just where service 
went, and how it could be reduced so that 
the few men left might be able at least 
to keep his customers from freezing. 

With the cooperation of the Advertis- 
ing Department an educational compaign 
was tried first. Brochures and letters were 
sent out explaining how each and every 
part of a burner worked. The function of 
all controls and their relations to each 
other was carefully gone into; location of 


*The author is burner service manager 
of a large Eastern fueloil firm. 
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fuses, advice on air valves, boiler and 
chimney cleanings, boiler blow-downs, re- 
lays, low water cutoffs, everything was 
explained and advice given in operation 
and self-help. Penalties in the form of 
service charges for unnecessary calls were 
inaugurated, with very poor results. As 
far as John Q. Public was concerned it 
was—‘ Business as usual”—‘There ain’t 
no war!” 


Few Users Create Load 

An analysis of service reports for the 
past year was made with eye-opening re- 
sults. 19.8% of customers were those 
with burners less than a year old and ac- 
counted for 30.6% of all service calls or 
at the rate of 4. calls per year per cus- 
tomer. The balance of our accounts re- 
quired service at the rate of 2.1 calls per 
customer. On the face of it, this did not 
look too bad and certainly it was logical 
to expect new burner owners to require 
more service than those who were ex- 
perienced. However, we continued the 
analysis and found that taken as a whole, 
70% of our customers accounted for only 
28% of all our calls, or .783 calls per year 
per customer, while 30% of our cus- 
tomers accounted for 72% of our calls or 
at the rate of 4.72 calls per customer. 

Obviously we had hit something that 
showed promise, so we dug further and 
found that more than 40% of all our calls 
were entirely unnecessary and were of 
the type our men termed—*“they wanted 
the baby’s diaper changed!” 

We were operating on “free service as 
long as you buy our oil” and then and 
there decided that the only way to elimi- 
nate that unnecessary 40% of our calls 
and to meet rising payrolls and operating 
expenses was to cut out “free service.” 
This drastic decision in a “free service 
territory” was met with groans and howls 
from our Sales Division. Predictions were 
made that we would lose all of our ac- 
counts immediately and in fact they felt 
that we might just as well close up shop 
right then and there. However, for once 
“old under dog” Service Division won, 
and the end of January 1942 saw a $3.00 


service charge per call with the same 
charge being made to first year burner 
owners for such unnecessary calls as: 
“Remote control switch off,” “Off on low 
water cut-off,” “Ran out of oil,” etc. etc. 
and best of all we were backed up by our 
local F.H.A. Office. 

An analysis after seven months of oper- 
ation under this new regime is very illumi- 
nating. First year burner owners still ac- 
count for 32% of all calls or at the rate 
of 3.51 calls per customer, but, 30% of 
these were found to be unnecessary and 
were charged for and collected. Our ser- 
vice men themselves have been imbued 
with the new economizing fervor and are 
doing a swell job of education and collec- 
tion. The other 68% of calls were all 
charged for and reduced calls to .126 per 
customer, or one call to every eight cus- 
tomers for the entire seven month period. 
This made an average of .168 calls per 
customer for all our accounts. 


Accounts Increase 

We then went to look at the bad part 
of the picture and decided to check our 
customer losses and—Lo, and behold— 
we had increased our accounts by almost 
12%. Yes, we had lost a few customers, 
but when our Sales Division found that 
they had to sell the idea of paid service 
they simply went out and sold it, with 
astonishing results. The month of Octo- 
ber 1942 shows an increase in accounts 
over the same month last year of over 
15%, but our service calls have decreased 
over 47% to a rate of .205 calls per cus- 
tomer for the heaviest service month of 
the year. Truly, we are getting places! 

We went to work on our local war 
price and rationing boards and succeeded 
in getting fair gasoline allotments for our 
men, also finding that we qualified for re- 
capped tires. Where we had trouble we 
went to the State Director’s Office and 
found co-operation. The picture started to 
brighten. 

We are still operating with only about 
60% of our normal service staff and this 
means that each man must cover his terri- 

(Continued on page 48) 
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MERICAN pprecision production— 

on a mass scale—has dominated the 
20th Century. Yet its formula is simple 
—volume and speed combined with ac- 
curacy. 
Say a battery of machines is set to turn 
out a million pieces. When the run is 
completed, the first and millionth pieces 
will not vary from each other so much as 
a fraction of a thousandth of an inch. 
That’s precision production. The Axis 
knew about American Precision produc- 
tion before Pearl Harbor. But they 
thought of it only in terms of oil burners, 
refrigerators, automobiles, washing ma- 
chines, etc. They never dreamed that pre- 
cision production could meet the stepped- 


signment. 





WILLIAMS OIL-O-MATIC HEATING CORPORATION ® BLOOMINGTON, ILL. 


BEST-KNOWN SECRET’ WEAPON 


up demands of War—especially in a life- 
and-death race with time. 


Today, the change-over to all-out War 
production has completely altered the na- 
ture and appearance of familiar Ameri- 
can industries. But one operation remains 
unchanged. In the hands of American 
workers you will still find the microm- 
eters and gauges of peace time. For the 
duration, however, the micrometer is a 
full-fledged Weapon of War—an instru- 
ment of Victory. It symbolizes precision 
production—America’s best-known “se- 
cret’”? weapon. It means _harder-hitting 
guns and machines! It means dependable 
performance when the stakes are highest. 
We of Oil-O-Matic are doubly glad that 


For More Than 20 Years Manufacturers of Precision-Built Oil Heating Equipment 


For The Duration—Producers of Precision-Built War Materiel—24 Hours a Day, 7 Days a Week 
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we have always manufactured a precision- 
built oil burner. Glad because Oil-O- 
Matics produced in the past 20 years are 
still on the job—delivering fuel-saving, 
material-saving, man-hour-saving per- 
formance. Glad that our precision-build- 
ing skill and experience fitted us to tackle 
one of the toughest assignments in War 
production. Proud that materiel of War 
is flowing from our plant in ever-increas- 
ing volume. 





Your War Bond dollars will help win 
Victory for the America of today and 
insure extra security for your family, 
home and business tomorrow. Only War 
Bond dollars can do such double duty— 
Strength for America today—Security 
tomorrow. 











“FOR HIGH ACHIEVEMENT IN THE PRODUCTION OF WAR EQUIPMENT” 


The Army-Navy Production Award Flag now flies over the Oil-O-Matic plant. Here is 
proof of the manner in which this peace time industry is carrying out its vital War as- 
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Truck Pooling Facility 
Shaping Up In O. D. T. 


THE PETROLEUM CARRIER SECTION of the 
Office of Defense Transportation has re- 
cently taken several steps to invite volun- 
tary fueloil truck pooling plans from 
fueloil distributors. State Chairmen of 
Petroleum Transport Advisory Commit- 
tees have been asked to appoint subcom- 
mittees of five or six men from distribu- 
tors, independents and major oil compa- 
nies to study and encourage the adoption 
of pooled trucking plans for both fueloil 
and gasoline to minimize the duplication 
of trucking prevalent in the industry. 

When the subcommittee has been es- 
tablished and its work outlined, a larger 
group is to be called in, this to be com- 
posed of outstanding operating men, one 
to be chosen from each marketing area in 
the state. These men will probably head 
up the study and adoption of pooling 
plans in their own communities. Local 
pooling organizations will conceivably 
consist of a board of directors and one 
full time operating man. 

It is contemplated that pooling of 
stocks and bulk plant facilities will in 
most instances be advisable to make de- 
livery pooling most effective. Stocks have 
already been pooled at the large rail re- 
ceiving terminals (O.P.C. Directive No. 
59), so that by and large all fueloils have 
lost their product identity. 

The Office of Defense Transportation 
recognizes that a pooling plan that will 
work well in one market might be ineffec- 
tive in another. Hence, voluntary plans 
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are wanted. O.D.T. does however have 
some fairly clear ideas of how much sav- 
ing an acceptable plan should affect and 
it specifically wants plans that go all the 
way on truck saving, rather than vague 
declarations that a group plans to “save 
as much as possible.” 

Further, O.D.T. has sent to state chair- 
men the outline of one plan, largely for 
educational purposes. It is not in any way 
an official O.D.T. plan. It is an example 
of how a fairly simple arrangement be- 
tween local marketers could do the trick. 

In order that voluntary plans coming 
in may have all necessary detail for ODT 
to either accept or reject promptly, a list 
of instructions was published in early 
October. Important parts of the instruc- 
tions follow: 

The plans must be submitted in the 
form of signed agreements between the 
participants and must be entered into in 
good faith for the purpose of facilitating 
transportation and conserving equip- 
ment. ‘They may not be used as a means 
of changing trade practices other than 
those which are purely incidental to 
transportation. 

Each plan must contain or be accom- 
panied by sufficient information & en 
able the Department of Justice to deter- 
mine whether the plan raises any ques- 
tion under the anti-trust laws, such as 
monopolistic practices, restraint of com- 
petition, or injurious effects on the public. 

To determine the effect of the proposed 


action on the maintenance of essential 
transportation and the conservation of 
equipment, the O.D.T. must be informed 
of (1) the area affected, (2) the vehicle 
mileage operated by the proponents of 
the plan during the last calendar month 
and the estimated monthly mileage which 
will be operated upon the adoption of the 
plan, (3) the approximate total number 
of carriers engaged in like service within 
the area, (4) the approximate percentage 
of the total of such service in the area-per- 
formed by the proponents, (5) the extent 
to which service would be curtailed under 
the proposed plan, (6) the number of 
vehicles that will be taken out of service, 
if any, and their proposed disposition. 

Depending upon the nature of the pro- 
posed plan and the conditions of the in- 
dustry in the specified area, additional in- 
formation concerning the operation and 
effect of the plan is often required. Sug- 
gested types of information and instances 
in which it may be required follow: 

1. If the proponent carriers constitute 
a substantial portion of the carriers en- 
gaged in the industry and perform a sub 
stantial portion of the transportation 
within the area, and if the plan is of a 
type that might affect competition, the 
names and addresses of known non-par- 
ticipating competitors should be fur- 
nished, together with a statement of their 
reasons (if known) for not participating 
in the proposed joint action. 

2. If exchanges or sales of routes or 
customers are contemplated, full particu- 
lars as to basis, method, and compensation 
should be given. Readjustment of cus- 
tomers or routes should neither place car- 
riers at a competitive disadvantage nor 
deprive customers of a choice of supply. 
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Modern One-Pipe Steam Systems with 
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AIR & VACUUM VALVES 


Have Been Designed, For Years, 
As If Fuel Were RATIONED. They 
Conserve Fuel While Delivering 
Balanced Heat. Quicker Installa- 
tion—Less Pipe & Labor! Efficient, 
Economical For War Production 
Plants, Shops, Offices & Emer- 
gency Landing Field Hangars, Etc. 
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3. If carriers propose pooled deliveries, 
the method and basis of pooling, the man- 
agement and supervision of the pooled 
operations, and the allocation of expenses 
should be described. If the pooling con- 
templates compensation other than recip- 
rocal transportation, information should 
be furnished as to the operating authority 
held by the participants either interstate, 
or intrastate, or both, and the additional 
authority which would be required if the 
plan were put into effect. 


For the purposes of review and clear- 
ance by the O.D.T. and the U. S. Depart- 
ment of Justice, the original and fourteen 
copies of each plan should be submitted 
through the Field Offices to O.D.T. The 
signatures of all participants to the plan 
should be shown on the original copy, but 
the names may be typed on the fourteen 
copies. One of the participants should be 
designated as the person with whom we 
may correspond. 


Changes in Rationing Detail 
Ease Oil Delivery Problems 


CHANGES IN THE RATIONING PLAN for 
fueloil have been made with a view to eas- 
ing possible delivery problems that would 
have arisen from the first-announced 
method of handling the coupons. These 
problems were outlined in the article, 
“Delivery Costs Up” by Carl A. God- 
dard, on page 28 of the October issue of 
FuELow & Or Heat. 

First significant change is in the tailor- 
ing of the reserve or “cushion” of 250 
gallons that the domestic customer is per- 
mitted to have had in his tank on October 
1. (A full 275-gal. tank is to be counted 
as 250 gallons). Instead of removing cou- 
pons equal to 250 gallons from the first 
period, 50 gallons worth of coupons will 
be taken from each of the five periods, 
thus creating a reserve of 200 gallons in 
the first period, 150 gallons in the second 
period, and so on to the end of the fourth 
period and the end of the reserve. 

This will have the effect of creating an 
apparent surplus of oil in the customer's 
tank during the early part of the heating 
season. This is supposed to be used to take 
up any variation in temperature if the de- 
gree-days do not flow as scheduled by 
periods this winter. It is feared that this 
apparent surplus of oil in the early win- 
ter may deceive homeowners into believ- 
ing that they can use oil more liberally 
than they should. In the first period, for 
instance, they will have 200 gallons of 
oil that are to be used, 50 gallons per 
period, in the next four periods. Users 
should be cautioned against squandering 
this reserve if they are to get through the 
heating season without serious difficulty. 

Secondly, the rules have been changed 
to make it possible to use Period 1 cou- 
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pons in the first 25% of Period 2 degree- 
days, but not less than two weeks. This 
will make it possible for the customer to 
use all his Period 1 coupons while stor- 
ing his reserve during the period. Similar 
delays in the use of coupons in other 
periods will be permitted. 

It should be noticed that coupons of a 
later period may not now be used in the 
period preceding it. Formerly, it was 
planned to allow 12!4% of Period 2 cou- 
pons to be used in the last week of Period 
1, and 12!4% of Period 1 coupons to be 
used in the first week of Period 2. Now, 
the two-week lap is all in the later period. 


For example, assume a New York City 
customer’s total ration is 1500 gallons for 
the year. His coupon book is first tailored 
to give him 300 gallons in each of the five 
periods. Next 50 gallons worth of cou- 
pons are removed from each of the five 
periods, representing the 250 gallons that 
he had in his tank on October 1. This 
leaves coupons in his book for 250 gallons 
in each period. 

He has 250 gallons in his tank at the 
start of Period 1, and is allowed to buy 
250 gallons more on Period 1 coupons. 
He has available during this period 500 
gallons of oil, but his ration is only 300 
gallons, so at the end of the period on De- 
cember 2, he should have 200 gallons on 
hand. If necessary to delay the use of his 
Period 1 coupons, he may use them at 
any time before midnight, December 16. 


With 200 gallons of oil in his tank at 
the start of Period 2 on the morning of 
December 3, the customer may buy 250 
gallons on his Period 2 coupons, making 
450 gallons available before the start of 
Period 3, but since his ration is only 300 
gallons for the period, he should have 150 
gallons on hand on the morning of Janu- 
ary 6. He may use Period 2 coupons as 
late as January 19. 

In this way, using his 300-gallon ration 
regularly each period, the customer will 

(Continued on page 49) 


OHI Taking Burner Inventory 


OILBURNER INSTALLATIONS this fall have 
averaged well over 3500 per month, but 
much of this total was manufactured, and 
relatively little came out of existing man- 
ufacturer and dealer stocks. Recognizing 
that current oilburner stocks should be 
moved before manufacturing additional 
burners, Oil Heat Institute is compiling a 
list of available oilburners from which 
government demands can be met, insofar 
as possible. 

Forms asking manufacturers for speci- 
fications of their burners in stock are now 
being distributed from OHI headquarters 
in New York. Dealers who have burner 
stocks that they want to move should 
send a description and specifications of 
these burners to Oil Heat Institute, 30 
Rockefeller Plaza, New York, N. Y. 

Specifications should include the make, 
type and model of the burners; whether 
they are high pressure, low pressure, ver- 


tical or horizontal rotary type; grade of 
oil used; maximum and minimum gph ca- 
pacity; current characteristics of the 
motors; and the make, and type of con- 
trols available. This data should be given 
for each make and model. 

It also is important to mention where 
these burners now are stored, since gov- 
ernment departments like to buy equip- 
ment as near as possible to the point where 
it will be used. 

Oil Heat Institute points out that it 
cannot be responsible for selling any par- 
ticular manufacturer’s or dealer’s stocks. 
It is engaged only in gathering informa- 
tion on the availability of equipment, and 
will put the proper authorities in touch 
with the nearest manufacturer or dealer 
having burners that meet the required 
specifications. 

Interested dealers are invited to sub- 
mit data on the burners they can offer. 
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G-E dealers who are promoting this booklet, 
“Tips on Fuel Conservation,” find that it not 
only helps customers and prospects, but them- 
selves as well. It has opened the door to many 
new service agreements, and helps them make 
or renew many home owner contacts. 

As a G-E Dealer, this booklet will also build 
good will for you and provide a foundation for 
post-war sales of General Electric heating equip- 
ment. So make the most of it by seeing that 





GENERAL @ ELECTRIC 


home owners in your territory benefit by the 
recommendations contained in it. 

Advertisements featuring this booklet are now 
appearing in Life, The Saturday Evening Post, 
American Home and Better Homes & Gardens. 
This program of national advertising is aimed to 
create a ready market for G-E heating equipment 
after the war. 

General Electric Company, Heating Division 24811, 
Bloomfield, New Jersey. 
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Eastern Fueloil Prices 
Are Being Retained 


WHEN FUELOIL PRICES were raised in 
March and June to cover the added trans- 
portation costs of rail hauling instead of 
tanker, it was planned that this raise was 
to be temporary, that it was to continue 
only until some relief could be had 
through direct Government assistance. 
The total loading for transportation cost 
purposes was 2.6¢ a gallon for fueloil. 
When the Reconstruction Finance 
Corp., on August 5, agreed to take over 


WHY EXPERIMENT? 


Kraiss! Products Offer 
Proved Performance 





Kraissi 
Class 60 
heavy oil 
pumps 
known and 


used as stand- 
ard equip- 
ment for many years wherever inde 
pendent pump and motor sets are re 
quired and as booster pumps for pump 
type burners. 





Kraiss! Class 72 
Strainers and Filters 


Ty 


Single and duplex types for suction and 
discharge service. Any practice! degree 
of filtration. A necessity on every fuel 
oil line to protect pumps and burner 
nozzles. Available for low pressures es 
well as high pressures up to 500 pounds 
hydrostatic test. 





Kraissl-Trumbull 
#522 Fuel Pump Unlt 


for gravity type oil 
burners having ao 
burning capacity of 
not more than 3 gal- 
lons per hour. A rug- 
ged, dependable, wall 
pump approved by 
Underwriter's Labo- 
ratories, Inc. 


Write for literature and dealers prices. 


THE KRAISSL COMPANY 


295 WILLIAMS AVENUE 
HACKENSACK, NEW JERSEY 
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the extra transportation burden, paying 
it out of the public treasury, the price re- 
duction at that time was only 1.1¢. The 
other 1.5¢ was to be left on until such 
time as enough money could be raised to 
reimburse the oil companies’ pool for their 
transportation losses incurred to August 
1. It was estimated that the pool deficit 
could be cleared up by October 31, and 
that prices could then go back to the orig- 
inal OPA ceiling. 

Present thinking of the OPA pricing 
section, however, is that the 1.5¢ loading 
should not be dropped, but that this 
should all be retained to pay a portion 
of RFC’s costs. In view of reduced sup- 
plies available for Eastern States, the 
public is not complaining about today’s 
prices for fueloil, hence OPA feels that 
this 1.5¢ should go to RFC to stop that 
much of the drain on public funds. As- 
suming 55 million barrels of domestic 
heating oils as the rationed demand in 
District I, the 1.5¢ per gallon loading 
would amount to about 35 million dol- 
lars, or roughly 60% of the added cost 
of hauling fuel oil by rail over tanker. 

Eastern fueloil distributors were hesi- 
tant to fill their storage as the month end 
approached, believing they could fill up on 
November 1 at the reduced price. In a 
public release October 21 Price Admin- 
istrator Leon Henderson assured fueloil 
men that they can safely fill their storage 
and keep it filled; that, while no price drop 
is in sight any time soon, should such drop 
occur at any time as a result of an OPA 
pricing decision, ample provision will be 
made to compensate dollar loss on stocks 
on hand. He reminds the industry that 
when prices were cut on August 5, fueloil 
men were protected against loss on their 
stocks on hand. 
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A.P.I. Annual Meeting 
At Chicago November 9-12 


PETROLEUM COORDINATOR HAROLD L. 
ICKES, Deputy Coordinator Ralph K. 
Davies, and Defense Transportation Di- 
rector Joseph B. Eastman will be among 
the speakers at the Twenty-third Annual 
Meeting of the American Petroleum In- 
stitute, to be held at the Palmer House, 
Chicago, November 9 to 12, William R. 
Boyd, Jr., Institute president, announces. 

“This will be in all respects a war con- 
vention of the petroleum industry,” Mr. 


Boyd said. “The industry will hear and 
discuss, both in the general sessions and 
in the technical group sessions, just what 
the government has been doing and what 
it intends to do that affects the oil busi 
ness. The war-time difficulties of the in 
dustry—the disruptions of normal trans 
portation, the far-reaching cost and sup 
ply problems brought about by the impact 
of the war, the lack of necessary materials. 
and above all the accelerating demands 
for war products from petroleum—bring 
technological problems that make it im- 
portant to assemble the industry's work 
er 
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LEVELOMETER 
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A LEVELOMETER 
gauge on an oil tank 
installation eliminates 
guesswork—it insures ac- 
curate readings at afl 
times. 













Bees 
Convenient, remote read- 
ing:—LEVELOMETER dial 
may be located at any 
reasonable point from 
tank and—large gradue- 
tions and numerals make 
it easy to read. 


LEVELOMETER tank 
gauges, approved by 
Underwriters’ Labora- 
tories, operate on an ex- 
clusive adaptation of the 
hydrostatic principle. No 
liquid is used in indicator 
to be affected by tem- 
perature changes, to 
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(@ x 12” case 





Midget 
LEVELOMETER 
Lowest priced Remete 
Reading Gauge Bulk 


evaporate, stain glass or 
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to be blown out due te 
excessive pumping. 


Get complete detalis 
regarding LEVELO.- 
METER tank gauges— 
the Remote Reading 
gauges that insure ae- 
curate — trouble free 
check-up. 
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The Dawn Always Comes 


Until the dawn comes, nights always seem long and full of threatening 























danger. But civilians who have undertaken to defend their homes and 

; communities against the dangers of darkness know that the dawn 

always comes. They know too, that to prepare their defense took study 

i on their part. They had to spend extra hours learning new skills and 

developing their abilities to the point where they felt able to deal with 
almost any emergency. 

Studying and learning new tricks can help the oil burner dealer do 

his job of protecting and preserving heating equipment in his com- 

munity. Extra hours spent in learning can help defend his business, 





his industry and his country against the results of fuel waste. 
To help us through this man-made night, all of us are going to have 
to put in extra hours. We're going to have to learn all about the things 
. which can help make the service we render take the place of the things 


we must do without. If we pitch in and do that job’ of learning just as 


fast and as well as we can, then the dawn will find us ready for the 
opportunities it will bring. The new day will see our industry well 
prepared to take fullest advantage of the improvements and develop- 





ments which are sure to come with it. 


PERFEX CORPORATION 


500 West Oklahoma Avenue Milwaukee, Wisconsin 
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O.B.I. Becomes Oil Heat 
Institute of America, Ine. 


AT THE SEMI-ANNUAL MEETING of the Oil 
Burner Institute in New York October 
13, it was unanimously voted to change 
the name of the organization to Oil Heat 
Institute of America, Inc. This is a step 
in the enlarged activity program under 
which dealers are for the first time to be 
admitted to membership. Changes in the 
constitution and by-laws were voted, 
under which local dealer organizations 
may become affliated with the national 


organization. Presidents of the local as- 
sociations are to become members of the 
national organization’s dealer council. 
From this advisory council will be 
elected three members to serve on the 
board of directors of Oil Heat Institute, 
and one man from the advisory council 
will be elected to the Institute’s executive 
committee. The total number of directors 
may now be 33, under a by-law revision. 
In his report to the Institute member- 
ship, President C. E. Lewis reviewed ac- 
complishments of the past six months. 
Outstanding activities in the period were 





SUPPOSE YOU HAD TO DELIVER 


Mail this Coupon NOW while the 
getting is GOODALL ... — 


Goodall can still furnish the patented 
Newtype Cord construction — the 


light, flexible, “hammer-back-to- 
shape-able” hose that permits those 
faster, easier deliveries. Permits 
longer lengths on the reel, does not 
close while coiled on the reel or while 
bent around sharp corners. 

MAIN OFFICE 
9 South 36th Street, Philadelphia, Pa. 

Branches 

New York, Boston, Chicago, Pittsburgh 
GOODALL RUBBER CO. OF CALIF. 
GOODALL RUBBER CO. OF TEXAS 
Factory—Trenton, N. J. Est. 1870 


RUBBER COMPANY 








GOODALL RUBBER CO., Inc. 
9 South 36th St., Philadelphia, Pa. 

Please quote on supplying 
“Duration Quality NEWTYPE 
CORD” Fuel Oil Hose in ac- 
cordance with the following in- 
formation: 
No. of Lengths 
No. of feet per length 

Couplings 

When Needed 
Priority Rating 
R-36 Synplastic Tube 
R-28 Synplastic Tube and Cover 
R-37  Oil-Resistant Rubber Tube 


Company 
Address 
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the nationwide dealer meetings addressed 
by OBI officials to bring practical help 
and advice on meeting current conditions, 
the work of getting financial relief for 
manufacturers through Defense Supplies 
‘Corp. commitments on frozen burner 
stocks, and the work of the Engineering 
Committee in assisting OPA develop a 
fueloil rationing program. 
The Accessory Division, headed by 
Alexis P. Doster, met October 12, and 
also joined in the Institute meeting. 
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Relation of Thermostat Setting 
To Fuel Conservation 


HOW MUCH FUEL can be saved by lower- 
ing thermostat settings at night? How 
much by lowering the thermostat setting 
for a 24-hour period? 

The University of Illinois has explored 
the subject through research work during 
the 1941-1942 heating season in the IBR 
Research Home, sponsored by the Insti- 
tute of Boiler and Radiator Mfrs. 

Tests were conducted with the thermo- 
stat set at 72 degrees from 5:30 a. m. 
until 10:00 p. m. and at 66 degrees from 
10:00 p. m. until 5:30 a. m. The results 
indicate that the drop in temperature of 
6 degrees at night effects a saving in fuel 
of from 8 to 10 per cent. 

Lowering the thermostat setting by 5 
degrees for an entire 24-hour period re- 
sults in a saving of 13.7 per cent in fuel 
consumption or a saving of 2.7 per cent 
per degree reduction in temperature. 

The rapidity at which the indoor tem- 
perature drops at night depends on the 
severity of the outdoor temperature and 
the construction of the house. The IBR 
Research Home, which is one of the best 
equipped houses in the country for re- 
search work, is thoroughly insulated. 
Consequently the drop in temperature at 
night is less rapid than it would be in a 
house not so well constructed. 

The University points out that, during 
mild weather, the indoor temperature did 
not go down to 66 degrees after 10 o’clock 
at night and consequently the circulator, 
which forces hot water from the boiler to 
the radiators, did not go on during the 
entire period from 10 o’clock in the eve- 
ning to 5:30 in the morning. 

The IBR Research Home is heated 
with an oil-fired hot water boiler. The 
average heating season at Urbana, Illinois, 
consists of about 5500 degree days. 
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Fuel-and-Equipment Saving Suggestions 
SW and Wsecile Man Stitch in Time” Service 


At Delco Appliance, Victory Is Our Business! That 
means not only producing more for Victory, but also 
conserving for Victory .. . as exemplified by Delco- 
Heat. 

Through its original “82 Ways To Conserve Fuel” 
booklet, brought out more than 16 months ago, the 
makers of Delco-Heat have already helped hundreds 
of thousands of home owners to conserve patriot- 
ically, Through its revised and enlarged edition, 
entitled “Conserve for Victory,” more thousands of 
owners are learning how to conserve both fuel and 
equipment... either by their own efforts or through 
the “Stitch in Time” Service offered by their local 
Minute Man Delco-Heat dealer. 

Supplies of this booklet, which has been widely 
acclaimed by high public officials and by fuel and 
housing authorities, are available to Delco-Heat 
dealers for distribution. 
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WITH NEW AND FINER HOME HEATING EQUIPMENT 


Anticipating the day when it can return to production of high-precision electro-mechani- 


peacetime production, Delco Appliance is al- 
ready formulating plans for new and finer home 
heating equipment. For years Delco Appliance 
has specialized in precision manufacturing. 
Add to this the experience gained from mass 


cal war devices, and you see why Delco-Heat 
dealers can look forward to equipment that 
combines greater efficiency with low cost—that 
will enable them to bring the benefits of quality 
automatic heat to far more American homes. 





DELCO APPLIANCE ie ~ DIVISION OF GENERAL MOTORS CORP., ROCHESTER, X. . 


























OPA Issues Interpretation 

On Service Price Increases 
THREE CONDITIONS WHICH an oil burner 
service company must meet before it may 
increase its rates over those of last winter 
were laid down October 28 by the Office 
of Price Administration. 

In an interpretation of the services 
regulation (Maximum Price Regulation 
No. 165, as amended), OPA warned that 
charges for maintenance and repair ser- 
vice on oil burners may be raised only if 
all these tests are met: 


1. The increase must have been effec- 
tive before April 1, 1942, and work must 
have been done at the higher rate before 
that date. 


2. The increase must have been a gen- 
etal increase applying at once to cus- 
tomers without contracts, and to other 
customers as rapidly as contracts expired. 


3. After the increase became effective, 
all work must have been billed at the 
higher rate, except only such work as was 
done under earlier contracts requiring 
lower rates. 












YOUR NAME 
HERE. 






The Wayne names does 
not appear on the 
cover of this book — 
1* is ALL YOURS. 


WAYNE gives you these books, imprinted with your business name and 
copy, as their share in the nation-wide effort to save fuel oil, and main- 
tain health and comfort in American homes during this war. 


A Liberal Supply of These 
NEW 24-PAGE BOOKS 


for HOME OWNERS (Your customers). 


This is your opportunity to sell fuel-saving 
service and accessories—NOW. 







to ALL BURNER and 
FUELOIL DEALERS 


for distribution to all fuel oil users 
in your community. 


OIL IS AMMUNITION 
HELP YOUR 
CUSTOMERS 
SAVE IT! 
eee 


A COMPLETE MANUAL 
of burner, furnace and 
boiler care, plus many 
fuel-saving suggestions 





There is no charge or obligation. The offer is open to ALL OIL BURNER 
and FUEL OIL DEALERS. We ask only that you limit your request to the 
number of books that you will actually place in the hands of oil burner | 


owners. 


WILL YOU COOPERATE? Requests are being filled in the order re- 
ceived. ACT NOW to avoid delay. Write for your books today. 


Please use your business letterhead. 





FORT WAYNE —~— 


INDIANA ~ 


U. $. A. 


WAYNE OIL BURNER COMPANY | 





Most oil burner service companies 
charge either on an hourly rate basis or at 
a price set in annual contracts. Many 
companies raised their hourly rates last 
winter, and when the services regulation 
placed a ceiling at the March levels, these 
higher rates become the ceilings on hour- 
ly charges. 

The question arose, however, whether 
a service company in writing contracts 
for the coming heating season had to re- 
new at the contract prices which were in 
effect last March but which, written in 
most instances early in the season, re- 
flected price levels of last summer and 
fall, or might adjust its new contracts to 
recognize the higher hourly rates which 
were in effect last March. 

Today’s interpretation permits such a 
company to apply the same percentage 
increase to its annual contract rates as 
long as the company meets the three tests 
laid down. 

If, for example, prior to April 1, the 
service company—or anyone else doing 
this work—raised its hourly rates from 
$2.50 to $3 an hour, an increase of 20 per 
cent, and if after the increase it did not 
charge or offer to charge an hourly rate 
customer less than $3 and did not nego- 
tiate new or renew old contracts or offer 
to do so at less than a 20 percent increase, 
it is considered as having raised its prices 
generally by 20 percent for all customers. 
Since the increase in hourly rates is 20 
percent, that is the maximum amount it 
may raise its contracts over last season's 
prices. 

OPA warned at the same time that to 
increase prices without strict compilance 
with these conditions is a violation of the 
regulation and makes the service company 
subject to Government prosecution and 
to suits by retail customers for three times 
the overcharge, or $50, whichever is 
greater. 
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More Firms Win 


Army-Navy “E” Award 


MANUFACTURERS other than those men- 
tioned in the October issue who have re- 
ceived the Army-Navy “E” Award for 
outstanding production achievement, now 
include: Frigidaire Division of General 
Motors, Mack Manufacturing Company, 
Motor Wheel Corporation, and Owens- 
Corning Fiberglas Company. 
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Toward Victory 


The Oilheating Industry is winning its battle for survival in wartime! 


It is winning because: (1) its foundations are 
deep-rooted in the personal health and well-being 
of millions of Americans; (2) because the men and 
organizations in the industry are capable in every 
sense of the word—knowing and fulfilling their 
obligations to both the fighting and home fronts; 
(3) because it has a stimulating business paper. 


Again and again Fuetom & Om Heart has proved 
its vitality. It has attacked the industry’s prob- 
lems with vigor; instructed and advised on tech- 
nical matters; discussed and explained govern- 
ment orders and wartime business. It has an- 
alyzed conditions and pointed to regulations to 
come. Its staff has dug for facts and influences 
behind the news. 


A growing list of advertisers are sharing in this 
work. Space in Fuetom & Om Heat keeps their 
names before the field; gives them a chance at 
whatever priority, parts and replacement business 
is available; and enables them to co-operate with 
the publication in the industry’s work. 


Readers know this. Customers like to be associ- 
ated with advertisers who have the faith and 
courage to join in and speak up. At all times 
reputable concerns have more to sell than product. 
In these times, more than ever, it is essential to 
keep names and reputations emphasized. 


Every group which demonstrates its usefulness 
to the country during the war can expect to reap 
many benefits in peacetime. Our industry has 
demonstrated and will continue to demonstrate its 
usefulness. FueLom & Om Heat will continue to 
help, with the aid of advertisers and readers. 


FusLom. & Om Heat advertising is an excellent wartime 


This is the seventh issue since FUELOI JOURNAL 
and Air ConpbITIONING & Om Heat were merged 
to form the new and stronger publication. Adver- 
tisers in those issues include most of the industry’s 
leaders, far-sighted individuals who prize the 


reputations they have built. 
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Fuetom & Om Heat ADVERTISERS 


Air Devices, Inc. 

Air Maze Corp. 

Airtemp Division 
Aldrich Co. 

American Grate Co. 
American Tel. & Tel. Co. 
Anchor Post Fence Co. 
Auer Register Co. 
Automatic Burner Corp. 
Automatic Products Co. 
Babcock & Wilcox Co. 
Bacharach Ind. Instr. Co. 
Balloffet Dies & Nozzle Co. 
Bell & Gossett Co. 
Bowser, S. F., Co. 
Brodie, Ralph N., Co. 
Burnham Boiler Co. 
Cannon Chemical Co. 
Chalmers Oil Burner Co. 


Cleveland Steel Products Corp. 


Commercial Filters Corp. 
Delco Appliance Division 
Dielectric Products 

Dole Valve Co. 

Dongan Electric Mfg. Co. 
Electric Vacuum Cleaner Co. 
Field Draft Division 
Fitzgibbons Boiler Co. 
Fromkess. C.A.. Co. 

Gar Wood Industries, Inc. 
General Electric Co. 
General Filters Corp. 
Gilbert & Barker Mfg. Co. 
Goodall Rubber Co. 
Guardian Utilities Co. 
Hago Products Co. 
Harsch, H., & Co. 
Harvey, Sid, Inc. 
Healy-Ruff Co. 

Heil Co. 


Henry Furnace & Foundry Co. 


Herco Oil Burner Co. 
Hiemann Co., The 
Hoffman Specialty Co. 
Jackson Oil Burner Co. 
Johns-Manville Corp. 
Johnson, S. T., Co. 
Kent Co. 

Kewanee Boiler Corp. 
Kraiss] Co. 

Laco Oil Burner Co. 
Liquidometer Corp. 
Mack Mfg. Corp. 
Marsh Tritrol Co. 

May Oil Burner Corp. 
Mercoid Corp. 

Metro Supply Co. 

sa acetate alae Reg. 


0. - 

Monarch Mfg. Works, Inc. 

Neptune Meter Co. 

Ohio Electric Mfg. Co. 

Owens-Corning Fiberglas Corp. 

Penn Electric Switch Co. 

Perfex Corp. 

Pittsburgh Equitable Meter Co. 

Preferred Utilities Mfg. Corp. 

Quiet Heet Mfg. Corp. 

Rajah Co., The 

Saverite Engineering Co. 

Scully Signal Co. 

Silent Glow Oil Burner Corp. 

Stoket Mfg. Co. 

Sundstrand Machine Tool Co. 

Timken Silent Automatic Co. 

Torrington Mfg. Co. 

Tuthill Pump Co. 

Waterfilm Boilers, Inc. 

Wayne Oil Burner Corp. 

Weatherall Engineers, Inc. 

Webster Electric Co. 

Williams Oil-O-Matic Htg. 
Corp. 
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DEGREE DAY TABLES Warm Air Research Program 





















—— ONE MONTH ONLY———— ————-LAST SEASON—————_ 1 ° 
rates 25th Anniversar 
Sept. Sept. Percent (Sept. 1 to May 31) Percent Celebrates 25t y 
Normal 1941 1942 Change* Normal 1941 1942 Change* | AT THE ANNUAL CONVENTION of the Na- 
es ae oD 4. dea Albany 6516 7098 6377 —102 ‘ional Warm Air Heating and Air Con- 
0 0 33 Aibints 2891 3059 2891 — 5.5 ditioning Association December 8 and 9, 
38 8 50 +526.0 Baltimore 4590 4379 3802 —13.2 0 be held at the Hotel Cleveland, Cleve- 
93. 390. 408-4159 Boston 5981 5993 5388 —10.1 land, Ohio, the Silver Anniversary of the 
33. 9S 984 1280 Buffalo 6782 6852 6286 — 83 oe ae pss ine to be 
93 51 193° 4278.8 Chicago 6378 5955 5547 — 68 ii a Sn eee ae anbicot 
0 24 135 +474.0 Cincinnati 4702 4852 4515 — 69 sae bu earn ty the Univer- 
7 SR 490. ELS Cleveland 61m $890 9572. — 42 yi pes ae eh on 
0 0; 434 oe Dallas 2455 2392 2405 + 0.5 Pe ae eee ee ease ere ee 
It 266 3 — 9s Denver 5721 5377 5933 4.9.4 _ the University, will be the guest speaker 
9” 78 193 +1492 Des Moines 6336 5843 5739 —19 0 the —— the eg 
et 7S) “yes ek Detroit 6454 6316 5808 — 81 PE Se ee Tee eT 
125 <°9E! eapd MAGS | Gmnd Rapids 6642-6225 9815. — 66  Detting and ventilating, and through his 
100 104 110 + 5.8 Hartford 6380 6320 3662 —10.4 operation the joint research project was 
270 aS PIB GD Helena a0s4 9722 793 4+ 49 founded. ; 
‘ “3-8 ae Houston 1157 1238 1406 +13.6 Other speakers in the two-day conven- 
6s ae: Salis Sah: “es gs Pee er OY See 
0 3 136 +216.0 Snes Ony 5302 4657 4468 — 41 from the University of Illinois, present ac- 
6 4 pi See Sse Sietles 1475 1035 1328 4283 tive heads of the warm air research work, 
0 7 107 +1430.0 Louisville 4180 4353 4032 — 7.4 W- G. Wise and I L. Jones, who were 
118 AOe tn ATS Mei” et ont Be Og RO cere resent teeerer 
161. 137 282 +106.0 Minneapolis 7902 7453 6847 — 81 . the ena z aoe — iad 
0 0 5 ... NewOrleans 1023 1215 1350 +411.1 255 helenae! hein sith stale 
12 26 53 +103.8 New York 5290 5197 4701 peer: at least one Government representative. 
91 77 184 +138.8 Omaha 6229 “S715 «5798. + 14 } 

39 12 47° +292.0 Philadelphia 4873 4840 4296 —11.3 Balti S ‘ce Pri Fixed 
0 47 125 +169.2 Pittsburgh $29 (9978. 4207. +S altimore Service Frices I'1xe 
178 185 202 + 9.2  Portland,Me. 7054 7446 7073 — 5.0 OILBURNER SERVICE PRICES have been 
Sy- 2413 51 — 54.9  Portland,Ore. 4047 3410 3980 -+416.7 fixed at a specific dollars--and-cents ceil- 
63 76 84 + 10.5 Providence 6014 5815 5304 — 88 ing price in Baltimore and the five adja- 
42 32 116 +262.2 St. Louis 4658 ©4319 4168 — 3.5 cent counties, removing that area from 
88 167 110 — 34.1 ° Salt Lake City 5553 5034 6321 + 5.7 the broad interpretation that allows paid 
127 79 155 + 96.2 San Francisco 2687 2087 2404 ++415.2 service now where free service was form- 
422 264 341 + 29.2 Sault Ste. Marie 9284 8294 8332 + 0.5 erly given with an oil contract. In other 
192 185 113 — 38.9 Seattle 4715 3454 4103 +188 areas the interpretation stands: Free ser- 

9 48 164 +292.1 Toledo 6103 6050 5621 — 7.1 vice provided with non-contract oil sales 
43 9 59 +556.0 Washington 4583 4432 3900 - —12.0 still must be rendered free; free service 

— — provided with contract oil sales in the past 
*Compared with last year, not with normal may now be billed. 
“u “u : 
The “GENERAL” Attacks Service Costs! 
Use GENERAL FILTERS to keep all waxes, sticky gums and 
dirt out of the line, and thus prevent fouling of nozzles. AT- 
TRACTIVE DISCOUNTS to the trade. 
. «-. Two Models .... 
2A300 for Power Model 1A50 for Space Heaters 
Oil Burners and Water Heaters 
Excellent design; fine workmanship. A good record of service to the field. 
General Filters, Inc. 
8699 W. Chicago Bivd. Detroit, Mich. 
FUEL Write 
Pee GENERAL ‘oi. FILTER Big 
Listed: Re-Examination Service, Underwriters Laboratories 2 A 300 Model 
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- Baltimore service price ceilings were 
established in response to a petition which 
explained that all oilburner service in that 
area had been free last March, and that 
some relief was necessary to avoid impair- 
ing-the quality of necessary service, or 
driving companies out of the business. 

Relief for Baltimore is partial. The 
ceiilngs are not intended to put service 
organizations entirely in the black, but 
only to make possible a continuation of 
maintenance service. The schedule is es- 
tablished by Amendment 34 to Revised 
Price Schedule 88 for petroleum and pe- 
troleum products, and provides that ser- 
vice organizations in the Baltimore area 
may not charge more than: 

Each call, $1.50; Vacuum cleaning 
(once in any 12 months), $1.50; Flue gas 
test by instruments (once in any 12 
months), $1.00. 

Petitions for relief from frozen free 
service may be filed either by individuals 
or by groups representing specific areas. 
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Combin-ator Is Booster 
For Oilfired Plants 


AUXILIARY COAL-BURNING EQUIPMENT to 
be used in combination with an oilburner 
has been announced by United Heat Con- 
trol Co., New York, under the name of 
“Combin-ator.” It is emphasized that this 
device is not a substitute for oil, and can 
be used only in connection with an oil- 
burner as the primary firing device. 

Essentially the Combin-ator consists of 
a frame that is instalied through the fir- 
ing door of a boiler or furnace, on which 
is placed a metal container full of coal. 
This box-like container has slots in the 
bottom that allow the hot products of oil 
combustion to ignite the coal and admits 
air for proper combustion. Baffles are ar- 
ranged to prevent ashes from falling into 
the combustion chamber, a deflector on 
the back of the firing door admits air for 
coal combustion when the burner is off. 

The device acts as an over-the-fire baffle 
for the oilburner, and the burning coal 
acts as a booster while the burner is op- 
erating as well as during the off period. 
Two sizes are available; the smaller holds 
20 to 25 lbs. of coal per charge, and the 
larger holds 35 to 45 lbs. 

Two coal containers are furnished with 
each Combin-ator. When one is removed 
to be emptied of ashes and recharged, the 
other is on duty in the heating plant. 











Mr. B. Smart Says: 


THE KOVEN WATERFILM 
») | BOILER BURNER-UNIT 
1S JUST WHAT YOU'VE 
BEEN LOOKING FOR / 

















A PATENTED. 
BOILER PLUS 
AW EFFICIENT 

BURNER 

















(THIS CUTAWAY 
VIEW SHOWS 
COMPACT NESS 
AND ACCESSIBILITY 
OF BURNER, HOT 
WATER COIL AND 
ALL CONTROLS 












The MATCHED WATERFILM BOILER-BURNER UNIT 
in its heavy steel De Luxe enclosing jacket of two 
tone gray hammerloid combines the popular Fast 
Steaming WATERFILM Boiler with an efficient oil 
burner forming a completely co-ordinated oil burning 
unit. This smart appearing heating plant offers you 
the Utmost in Heating Comfort and abundant domes- 
tic hot water from built-in-coils at Low Fuel Costs. 


Models are available to meet the Individual heating 
requirements of the small or large home or multiple 
family house. 


The finest oi! burner that money can buy. . . that 
skill can produce yet surprisingly economical to 
operate, the WATERFILM oil burner co-ordinates per- 
fectly with the High Efficiency and Low Oil Con- 
sumption of the KOVEN WATERFILM BOILER—the 
fastest producer of steam on the market—the wisest 
buy for your home, office or commercial plant because 
a WATERFILM BOILER-BURNER UNIT is tailored to 
meet your Individual heating needs! 


Write or telephone today for complete details 
concerning KOVEN WATERFILM BOILERS. 


WATERFILM BOILERS, INC. 


154 OGDEN AVENUE 


JERSEY CITY, N. J. 


PLANTS: Jersey City, N. J. and Dover, N. J. 
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LZ. H. C. Tuthill 
WIDELY KNOWN in heating and advertis- 
ing circles for the past 40 years, L. W. C. 
Tuthill died at his Chester, N. Y., home 
October 27, aged 70. 


Originally advertising manager of the 
Burnham Boiler Co., Irvington, N. Y., 
Mr. Tuthill established his own agency in 
New York in 1904, and during the fol- 
lowing 35 years acquired a reputation and 
personal following unique among adver- 
tising and heating men. 


A man of wide interests outside of his 
business, he gained recognition for his ac- 
tive work in the arts, music, horticulture, 
handicrafts and early Americana. Few 
men have so completely “lived” a life- 
time. 


Throughout his advertising career, Mr. 
Tuthill retained the Burnham Boiler ac- 
count, and in later years handled adver- 
tising supervision for Taco Heaters, Inc. 


In 1938, Mr. Tuthill moved his busi- 
ness from New York to an office building 
reconstructed from the old barn on his 
family estate at Chester. At about the 
same time, he married Gladys E. Wil- 


liams, his executive assistant in the agency, 
who is his only immediate survivor. 
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WPB Reviews War Work 
of Oilheating Industry 


IN THE FIRST OF A SERIES of reports de- 
signed to show the extent of utilization 
on war work of the manufacturing facili- 
ties in various fields, the War Production 
Board discusses eight industries, includ- 
ing “Oil Burners, Domestic and Indus- 
trial.” The comments under this heading 
include the following paragraphs: 

This industry had grown to be an im- 
portant one in which, in 1941, 11,000 
wage earners were employed and goods 
to the value of $90 million were pro- 
duced. The manufacture of residential 
oil burners was cut off at the end of May 
1942 and industrial oil burners were re- 
stricted to high-rated orders. 

As early as last March this industry 
shipped a million dollars worth of war 
goods and the fact that this was 65 per- 
cent of total shipments indicates that the 
industry was already heavily engaged in 
war work. It may be assumed, however, 


that these war goods shipped last spring 
consisted chiefly of oil burners for Army 
use, industrial oil burners for war indus- 
try, oil burners in ships, and not of muni- 
tions from converted plants. 

War shipments increased steadily, as 
did the ratio of munitions to total war 
goods. In August, when war goods ship- 
ments amounted to practically $2 million, 
munitions shipments were 30 percent. 
These munitions shipments came chiefly 
from the makers of residential units and 
were reported to consist of parts for 
tanks, small arms, ammunition, guns and 
gun mount parts. ‘ 

Conversion of the plants producing 
residential oil burners will be largely 
completed by the end of the year and this 
will result in a substantial rise in muni- 
tions shipments. 

It may be assumed, since burners of the 
residential type were not required to any 
great extent by the services, that the plants 
producing this type of equipment will 
make the industry’s chief contribution of 
munitions, while the builders of the 
heavier industrial equipment may be oc- 
cupied for some time with supplying War 
industries and oil burners for ships. 











IF IT CAN BE 
REBUILT . 


SID HARVEY'S 
CAN DO IT! 








* ||| THE TORIDHEET 
LIBERTY LINE 
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SID HARVEY’S has the largest and best equipped 
plant devoted exclusively to the rebuilding of oil 
burner pumps, controls, motors, valves, etc., =o 
which enables you to make money and keep cus- 
tomers satisfied in these serious times. 


Pumps reconditioned by SID HARVEY’S are 
guaranteed to look and work like new, and the 
same goes for controls, motors, and everything 
that we recondition. . . . And remember if it’s a 
special unit that can’t be repaired we have the 
adapter that will enable you to replace it with a 


standard part. | : 
R | Because, when you install Toridheet you know you're installing 
Save time, call-backs, and gaso- 


oil heating at its best . because Toridheet has features which 
line—send us your troubles or 


really mean something in ‘obtaining highest bustion y 

° ° - because Toridheet was created to cut fuel consumption— 
write for complete details on 
SID HARVEY’S Recondition- 
ing Service, Repair Kits and 


and that’s important under severe wartime restrictions . . . and, 
finally, because quick shipment can be made from stocks of 
Catalog of Specially Priced 
Services. 


























.. - You Can Be Mighty Proud 
You're Installing It 





rotary wall-flame burners, pressure burners, air conditioning units 
and water heaters and from warehouse stocks of oil-burner 
boiiers. 

This is the time to tie up with Toridheet. 
bring complete information. 


A post card will 


CLEVELAND STEEL PRODUCTS CORP. 
TORIDHEET DIVISION CLEVELAND, OHIO 


| 
| 

| Oil Burners & Air Conditioning Units % Oil-Burner Boilers 
was Coal and Gas Furnaces *% Water Heaters 


SID HARVEY, INC. 
* VALLEY STREAM, N. Y. 
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| \ By effecting coal and fuel- 
oil savings ranging up to 
25%, FIELD CONTROLS re- 
lease railroad cars for strict- 
ly war consignments. 


AND THERE’S MAGIC IN THE SALES 


VOLUME HE BUILDS FOR MATERIAL 
RESTRICTED DEALERS 


Field Barometric Draft Controls effect remarkable 
fuel savings. For that reason we still build them. 
And for that same reason you can SELL Field Con- 
trols —easily and profitably —to offices, schools, 
churches, homes, stores and factories, in your com- 
munity. The Field Control line is complete from the 
largest industrial requirements down to a sensa- 
tional new Type “K” model for coal, oil or gas-fired 
domestic space heaters. This complete line of Field 
Draft Controls can keep your sales volume up! 
Write or wire today for complete details. 





TYPE K TYPE M COMMERCIAL 6” TYPE U 


THESE FIELD CONTROLS CUT FUEL CONSUMP- 
TION FROM 5% TO 25% IN EVERY INSTALLATION 
You serve your country, your customer and yourself 
when you install a Field Control in every heating 
plant in your territory. Costing but a little, using 
but a mite of critical metal, they “keep the home 
fires burning” on less fuel. 


FIELD CONTROL DIVISION ~ 
MENDOTA, ILLINOIS 
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The friends you made and the good will you built 
in years past are your best guarantee of business 
today — and in postwar markets. 


Keep these friends! The DEPENDABILITY of A-P 
Oil Controls on the Heaters you sold are helping you 
right now. But YOU can do more! Keep in touch 


with them through regular calls — inspecting, clean- 


ing, repairing, adjusting their Heating Units so they 
can cooperate in our Nation’s Oil Conservation needs 

. And continue to enjoy comfortable heat on a 
minimum of fuel oil. 

This is good business today. And tomorrow, when 
new Heaters are again available, you'll have an 
active and friendly “prospect list’*— families who 
know your concern for their comfort, and your rec- 
ord of fine service. 

Then, A-P Oil Controls will be better than ever, 
too, carrying on their tradition of accuracy and effi- 
ciency — increased by today’s continuing research 
and development. 


AUTOMATIC PRODUCTS COMPANY 


2448 nortn THIRTY — SECOND STREET 


MILWAUKEE @ WISCONSIN 
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Last Meonth--. 


INDUSTRIAL CONVERSIONS from oil to coal 
have dropped sharply, and OPC is con- 
cerned about attaining its goal of 40,- 
000,000 bbls. saving per year. To facili- 
tate conversions the Plumbing and Heat- 
ing Branch of WPB has eliminated the 
requirement of an A-10 preference rat- 
ing for industrial stokers. Operators of 
industrial plants now apply on PD-668 
for permission to buy stokers with grate 
areas up to 36 sq. ft., to fire boilers up to 
300 hp. Though the Plumbing and Heat- 
ing Branch has stopped the manufacture 
of domestic stokers, they still may be 
bought and installed out of dealers’ stocks. 


OIL RATIONS will be based on the amount 
of fueloil used, rather than the amount 
delivered, OPA points out. By comparing 
the amount of oil in the tank on June 1, 
1941, with that in the tank on May 31, 
1942, the difference can be determined. 
If there were less oil in the tank at the 
end of May this year than at the end of 
May, 1941, the difference may be added 
to the amount delivered to determine the 
total oil used. 


KEROSENE RATIONING is creating prob- 
lems, since hardware stores and other re- 
tail suppliers have hundreds of small cus- 
tomers who buy a relatively small gal- 
lonage. Anybody who uses kerosene must 
have coupons before they can buy. Users 
of kerosene for cooking, lighting and farm 
machinery must apply for a ration on 
Form R-1103. Maximum ration for cook- 
ing now is set at 20 gals. per month for a 
family of less than 6 people; 24 gals. if 
6 or 7 people are in the family, and an 
additional gallon per month for each per- 
son over 7. Range burner manufacturers 
and dealers are protesting this as too low. 


SILICA GEL users requiring 125 lbs. per 
month or less may now accept deliveries 
without special authorization. 


MIXTURES of oil and powdered coal for 
industrial use may save 30% to 35% of 
the No. 6 formerly used, Dr. R. R. Sayers, 
director of the Bureau of Mines has told 


his chief, Harold Ickes. 


NEW ENGLAND Governors were told re- 
cently that OPC would do everything 
possible to insure 75% of normal demand 
for fueloil in those states, and President 


Roosevelt was sympathetic. The Gover- 
nors submitted a 5-point plan: (1) to con- 
vert all possible industrial plants; (2) to 
use available barges to move 70,000 bbls. 
a day to Southern N.E.; (3) to start the 
Minckler plan of pooling transportation 
and terminal facilities; (4) to reconsider 
the “kerosene situation,” since the range 
burner demand is almost impossible to ra- 
tion; and (5) to get the facts on available 
fueloil to New Englanders quickly. 


opT has issued Special Direction 7-1 mak- 
ing it mandatory to return empty tank- 
cars to their point of origin immediately. 


DEALER CERTIFICATES stating the gallons 
of oil a customer used last year should 
be mailed to the customer. Many of them 
have been going to Washington. 


FOUR MOVIES have been released for pub- 
lic distribution without charge. The Bu- 
reau of Mines at Pittsburgh has: “Heat 
and Its Control,” “The Story of Rock 
Wool Home Insulation,” and “The Story 
of Petroleum,” which can be obtained for 
showing before clubs, — schools, civic 
groups, etc. The Bituminous Coal Con- 
sumers’ Counsel also would like wide dis- 
tribution of its film, “Coal for Victory.” 

















KEEP ‘EM FIRING 


"Gaited 


% Self- Contained Forced Warm Air 
Automatic Oil-Fired Heating Units, 
(from 50,000 to 500,000 B.T.U./Hr.) 

7 Industrial Space Heaters up to 
500,000 B.T.U./Hr. 


* Boiler-Burner Units up to 25 HP. 





Some Distributors and Dealers are receiving Government 

business for Heating Equipment. If you are one of those 

who are called upon to submit estimates, heating plans 

and surveys, we suggest you enlist our cooperation and 
our engineering service. 


Write today for "ENGINEERING STANDARDS'"'— this 

valuable 72-page book on Engineering, Installation and 

Operation of Heating Systems, sent free on request to 

Sheet Metal Contractors and Dealers, Engineers and 

Architects. This offer made for a limited time only. 
Address reply to Dept. 14A. 


HEATING DIVISION 


GAR WOOD INDUSTRIES, inc. DETROIT 


Protect Freedom—Buy War Bonds 





















DO YOU HAVE AN OIL BURNER PROBLEM? 


AN OIL BURNER HANDBOOK 
(L. J. Whelan) Master Plumber and Heat- 
ing Contractor, 554 Atlantic Ave., Brooklyn, 
N. Y. Everyone knows, of course, that the 
use of oil-burners has been definitely re- 
stricted and conversion to coal-burning 
plants seems to be the order of the day. 
However, there are innumerable cases 
where such conversion cannot be carried 
out, and oil-burners will continue to func- 
tion, although in smaller numbers than be- 
fore. It is doubly important that those units 
which will be operating this coming winter 
on oil, should be so adjusted and regulated 
that the maximum heating efficiency will 
be obtained without fuel waste, and the 
importance of this fact contributes greatly to the timeli- 
ness of this book. Both domestic and industrial burners 
are covered, and one outstanding feature of the work 
is that it is written in the language of the installer and 
worker, can be understood by any home owner and is 
equally of value to the experienced man or the be- 
ginner in the field. Chapter headings include: Fuel Oil; 
Combustion; Storage Tanks; Installations ; Servicing; 
Controls, etc. Part three is headed “Care of the Oil 
Burner” and gives information on proper starting, regu- 
lar care, and problems which may arise in connection 
with the maintenance and operation of oil burners. 
Diagrams and drawings are used to good advantage 
throughout the 245 pages of the volume. Cloth bound. 
“FUELOIL & OIL HEAT 
232 Madison Ave. 
$2.90 New York, N. Y. 
Gentlemen: 
: Enclosed find $2.50 for my copy of An OIL 








in cash, BURNER HANDBOOK by L. J. Whelan. 
check, or Please mail to 
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New Jersey Ship Canal 
Urged by Waterways Men 


EAST COAST FUEL OIL and gasoline short- 
ages could be eliminated through con- 
struction of a New Jersey ship canal, it 
was claimed by speakers addressing the 
35th annual convention of the Atlantic 
Deeper Waterways Association which 
concluded Oct. 23 at the Bellevue-Strat- 
ford Hotel, Philadelphia. 


It was asserted that such a canal would 
provide the “missing link” in the At- 
lantic Coast inland waterway system, free 
from the submarine menace, over which 
could be transported all the petroleum 
products necessary to make up current 
shortages. 

Immediate authorization for construc- 
tion of the canal was urged upon Presi- 
dent Roosevelt and Congress in a resolu- 
tion unanimously adopted by the associa- 
tion. The resolution declared that the pro- 
posed canal, which would cross New Jer- 
sey between Sayreville and Bordertown, 
was “essential to the defense and econ- 
omy of the nation” and would “mitigate 
the rationing of essential commodities.” 


Viewpoint of Washington officials as 
to the essentiality of the project, however, 
was left in doubt by a letter to the con- 
vention from Defense Transportation Di- 
rector Joseph B. Eastman, who stressed 
the importance of existing waterways but 
declared that initiation of new projects 
not directly in the war interest would 
have to be deferred. His letter did not 
say whether he considered the proposed 
New Jersey canal in the latter category, 
but it was interpreted ‘by some as imply- 
ing his office would not sanction the 
project. 

Major J. H. Ross, of Philadelphia, 
president of the Petroleum Carriers As- 
sociation, told the convention that ships 
and cargoes lost off the Atlantic Coast 
through U-boat activity, and the expense 
of Federal subsidies to meet the higher 
cost of overland transportation of petro- 
leum, already had cost far more than the 
expenditure necessary for such a canal. 
Had the canal been completed before 
Pearl Harbor, he asserted, many lives 
would have been saved, and Navy and 
Coast Guard vessels and aircraft would 
not have been tied up with coastal patrol 
duty. 


Nelson Explains WPB Policy 
On Advertising Allowances 


IN AN OCTOBER 7 LETTER to Robert P. 
Patterson, Undersecretary of War, Don- 
ald Nelson set forth the thinking of WPB 
on allowable advertising expenditures for 
companies doing war work. The same 
letter was sent to James V. Forrestal, Un- 
dersecretary of the Navy, Emory S. Land, 
Chairman of the Maritime Commission, 
and Clifton Mack, Director Procurement 
Div., Treasury Department. Principal 
paragraphs were: 

As a general rule advertising is an in- 
admissible item of cost, on the reasoning 
that advertising is not required in order 
to do business with the Government. 
However, certain kinds of advertising of 
an industrial or institutional character, 
placed in trade or technical journals, not 
primarily with the object of selling par- 
ticular products but essentially for the 
purpose of offering financial support to 
such trade or technical journals, because 
they are of value for the dissemination of 
trade and technical information for the 
industry are not really an advertising ex- 
pense to effect sales so much as an oper- 








THE HARVEY 
HEAT HOLDER 


This special refractory disc, 
made in two adjustable halves, 
gives to the hot gases a ro- 
tary scrubbing action which 
boosts combustion efficiency 
and speeds up the heating 
while saving valuable oil. 


Priced to resell at ........ $10.00 


MORE HEAT 
with LESS OIL 
GUARANTEED 








Dealer's net Price. 
Complete with clamps and chain 3.75* 





YOUR PROFIT... ..:....... $6.25 





GIVES 
EXTRA 
HEAT 
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("available with special door bracket for square boilers $4.75 net) 
DEALERS ENVELOPE STUFFERS FREE 


SID HARVEY, INC. 


VALLEY STREAM, 


N. Y. 











é otf heat 


th Ahe Name Ao 
Remember 


— for oil burners . . . oil-designed 
furnaces and boilers that assure you of: 


¥ Satisfied, loyal customers 
YO Minimum service trouble 
v¥ Efficient, economical operation 
¥ Design features that sell 


v¥ Profitable manufacturer-dealer 
relations 


GENERAL OFFICES: MILWAUKEE, WISCONSIN 
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ating expense incurred as a matter of 
policy for the benefit of the business and 
the industry. 

Advertising expenditures done and 
paid for out of the contractor’s fee on 
cost-plus-fixed-fee contracts, or as part of 
overhead and management expenditures 
on fixed-price contracts, are subject to re- 
view by the Price Adjustment Boards 
when they consider the broad question of 
company-wide excess profits on war busi- 
ness. 

A reasonable expenditure for adver- 
tising shall be allowed by these boards 
even though a company shall be substan- 
tially or wholly engaged in war produc- 
tion. 

The definition of “reasonable expendi- 
ture” to be followed by the Price Adjust- 
ment Boards is contained in a recent state- 
ment made by the Secretary of the 
Treasury as follows, “the test of whether 
expenditures for advertising are deducti- 
ble is whether they are ordinary and 
necessary and bear a reasonable relation to 
the business activities in which the enter- 
prise is engaged. This is not intended to 
exclude institutional advertising in rea- 
sonable amounts or good-will advertising 


calculated to influence the buying habits 
of the public. If such expenditures are 
extravagent and out of proportion to the 
size of the company or to the amount of 
its advertising budget in the past, or if 
they are not directed to public patronage 
which might reasonably be expected in 
the future, such payments will be dis- 
allowed as deductions.” 
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Phil A. Celander, in charge of product 
design, Williams Oil-O-Matic Heating 
Corp., Bloomington, III., was one of the 
cash prize winners in the nationwide 
scientific welding study program spon- 
sored by the James F. Lincold Arc Weld- 
ing Foundation, Cleveland. 
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Coupons Stretched 


FUELOIL RATIONING coupons for any of 
the first four periods may be used, ac- 
cording to present plans, in the first two 
weeks of the following period. Though 
there is no present provision for using 
coupons of a later period before the start 
of that period, OPA officials explain that 


this may be allowed at a later time if 
weather conditions make it necessary. 

Present period limits and the coupon 
expiration dates are shown in the table 
below. All dates are inclusive. (For 
geographical limits of thermal zones, see 
page 20 of the October issue) 


Period Period Period Coupons 
No. Begins Ends Good to 
THERMAL ZONE A 
1 Octi§ J Nov. 29 Dec. 13 
2 Nov. 30 Jan. 6 Jan. 20 
3 Jan; °7 Feb. 8 Feb. 22 
4 Feb. 9 Mar. 17 Mar. 31 
5 Mar. 18 Sept. 30 Sept. 30 
THERMAL ZONE B 
1 Oct I Dec. 2 Dec. 16 
2 Pec. 3 Jan, 5 Jan. 19 
3 Jan. 6 Feb. 6 Feb. 20 
ra Feb. 7 Mar. 12 Mar. 26 
5 Mar. 13 Sept. 30 Sept. 30 
THERMAL ZONE C 
1 Oct. 3 Dec. 3 Dec. 17 
2 Dec. 4 Jan. 4 Jan. 18 
3 Jan: ° 5 Feb. 2 Feb. 16 
* Feb. 3 Mar. 6 Mar. 20 
5 Mar. 7 Sept. 30 Sept. 30 
THERMAL ZONE D 
1 Oct. - 1 Dec. 5 Dec. 19 
2 Dec, 6 Han.. “2 Jan. 16 
3 Jan. 3 Feb. . 5 Feb. 19 
. Feb. 6 Mar. 6 Mar. 20 
5 Mar. 7 Sept. 30 Sept. 30 





MARSH TRI-T 
REGULATOR 
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The trouble-free depend- 
ability of Quiet May oil 
burners demonstrates the 
kind of engineering that 
has gone into their design 
and manufacture. Quiet 
May's engineers are now 
working to help win the 
war. When peace comes, 
they will again devote 
their skill to keeping 
American homes more 
comfortable . . . for less. 
May Oil Burner Corpora- 
tion, Baltimore, Maryland. 
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O The Biggest 
Pportunity You've 
Ever Seen ! 11 










ERE'S something to get excited about — something you can 
sell right now — your chance to make big money. 


Fuel Rationing hits multiple-occupancy buildings hardest of 
all — that vast number of office buildings, stores, hotels, apart- 
ments, schools and hospitals. Insulating, and increasing fur- 
nace efficiency —even if possible — saves only part of the 
fuel that must be saved. Automatic control according to the 
outside weather — the simple, compact Marsh Tri-trol way — is 
the only complete answer. 


No wonder so many heating contractors 
and dealers are climbing on the Tri-trol 
bandwagon. The market's big, and red hot; 
you don’t have to worry about priorities; 
and the profits match those of a stoker or 
burner sale. 


MARSH TRITROL COMPANY 
600 S. Michigan Ave., Chicago, Ill. 






November 
1942 





TO aide alt 


TORE EL 


Electric Motor Maintenance Hints 


By Ernest W. Fair 


N O contractor or dealer needs to be 
told the importance of constant attention 
to every electric motor on his business 
equipment, on air conditioning or oil heat 
units he has sold, etc. Now they are al- 
most irreplaceable. We can no longer take 
chances on just any mechanic making re- 
pairs or keeping them in shape. Here are 
electrical experts’ recommendations on 
maintenance of these motors; fifteen 
points which will insure more continuous 
and faithful operation of every electric 
motor for the duration of the war. 

(1) When inspection or repairs are 
being made remove dirt from the com- 
mutator cover and surrounding parts 
first to keep it out of the motor. 

(2) Check the copper surface of the 
commutator to make sure it always has a 
smooth polished appearance and that it is 
kept free of copper beads, dirt or grease. 

(3) Make sure that the brush holder 
mechanisms are seated on their brushes 
and that shunts and terminals are tight. 

(4) Always wipe carbon dust from 


all cables and from the brush holders on 
each maintenance inspection. 

(5) Lift springs and raise and lower 
brushes in the carbon ways to remove dirt 
from these brushes but never snap these 
springs for this will chip the brushes. 

(6) Always replace any short or 
broken brushes with new ones and make 
sure they are of the same grade as those 
now in the motor. If only one brush is 
replaced then grind the new brush to the 
same length as the other brushes therein. 


(7) Inspect every connection within 
the motor for tightness; permit not even 
the most insignificent connection to re- 
main loose for it will cause an untold 
amount of trouble later on. 


(8) Make sure the outside of the 
motor is always cleaned first before any 
cleaning is done to the inside of the motor 
or before a single screw is turned on the 
outside case. . 

(9) Keep bearings free from dust; dust 
in lubricant or otherwise acts as a death 
warrant to bearings. It is always advisable 
to see to it that bearings are kept covered 





when bearing assemblies are removed 
from a motor. 

(10) Blow out dust and dirt from the 
armature and if possible use only a clean 
dry compressed air spray. Be sure to wipe 
the armature clean of oil and grease after- 
wards. Use a cloth saturated with carbon 
tetrachloride. 

(11) Blow out the interior of the 
motor in the same manner and follow the 
same procedure in cleaning. 

(12) It is best to use only carbon tetra- 
chloride in removing dust and dirt from 
brush holders and cables. 

(13) The commutator should never be 
lubricated since the brushes contain sufh- 
cient lubrication. A dirty and greasy 
commutator will collect carbon dust in 
the grooves between the segments and 
lead to a short circuit. 

(14) Replace any broken springs or 
shunts while maintenance is going on and 
check all connections for cleanliness as 
well as tightness. 

(15) At least once each year see to it 
that the main shaft bearings are removed, 
cleaned and repacked with an approved 
ball-bearing grease; beware of using just 
any grease that may be handy. 





HERCO 





Efficiency will be remembered! 


The efficiency with which Herco converts oil to heat is 


The Oil- Thrifty 
OIL BURNER 





especially valuable to users right now. It’s the burner that 
fits the times! Herco performance will be remembered and 
will continue to influence burner sales for many years to 
come. 


At present, war materials demand 100% of Herco’s pro- 
duction. But a limited number of Herco burners are avail- 
able for immediate delivery. 

All Herco burners are listed as approved by Under- 
writers’ Laboratories, Inc., for Commercial Standard 
CS75-39. " 























© The “All Clear” is bound 
to sound again; and this 
blackout of manufacturing 
oil heating equipment and 
pipe and fittings is going to 
be lifted sometime. Then 
Moncrief will have available, 
as in the past, a complete 
line of equipment to meet 
the great demand for mod- 
ern, convenient, automatic 
home heating. 
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THE HENRY FURNACE & FOUNDRY CO. 
‘ $483 East 49th St. @ Cleveland, Ohio 
MONCRIEF FURNACES 
WINTER AIR CONDITIONERS 
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Tank Shipments Drop 
(Continued from page 21) 


ended October 10, heater oil shipments 
in the Middle West increased 49.4 per 
cent over those in the week ended Sep- 
tember 26. 

It is possible, also, Mr. Davies said, 
that the Office of Defense Transportation 
order requiring that all cars of less than 
7,000 gallons capacity be removed from 
service to District I, again has caused cars 
to be withdrawn from the Eastern move- 
ment and that these have not yet been re- 
placed by larger cars. 


On the favorable side, one factor that 
may help increase tank car deliveries is 
the full-train order, announced some 
weeks ago, but not yet in widespread op- 
eration. Some time will be saved in aver- 
age turn-around as well as in running time 
when oil moves only in solid train loads 
from refineries to large terminal storage 
plants, to be distributed from those to 
smaller bulk plants by truck or barge. 

Construction of the present project 
passed the half way mark on October 21. 
By October 16 construction crews had 
welded and laid 289 miles of 24-inch 


pipe, and were well on the way to assur- - 


ing completion of the line early in De- 
cember. Start of oil deliveries through 
the “big inch” is scheduled for about 
January 1, provided power connections 
can be completed by that time, and de- 
liveries of certain critical materials are 
made on schedule. 


Pipe Crews Set Record 


Pipe line crews established a new rec- 
ord on October 6, in connecting and 
welding a total of 9.93 miles of pipe ina 
single day. During the week ended Octo- 
ber 9, they also set a new high daily aver- 
age of 7.02 miles of pipe connected and 
welded. 

Crossing of six rivers—the Red, Little 
Red, Little Missouri, Ouachita, White 
and St. Francis—has been completed, and 
the contractor is now excavating the 
banks of the Mississippi River prior to 
laying pipe across this stream below Cape 
Girardeau, Missouri. Welding and coat- 
ing of pipe to be laid across the Missis- 
sippi has been started. The Arkansas 
River crossing probably will be completed 
this week. 

The awarding of contracts for the con- 


struction of terminals and pumping sta- 
tions is expected soon. Virtually all ma- 
terial has been ordered, but actual con- 
struction will have to await the acquisi- 
tion of terminal and station sites. 

Orders for thirty-nine 80,000-barrel 
second-hand steel storage tanks also have 


_ been placed with the Humble Pipe Line 


Company, Gulf Oil Corporation, Tide 
Water Associated Oil Company, and Sin- 
clair Prairie Marketing Company. Bids 
for cutting down these tanks and re-erect- 
ing them have been called for and it is 
expected that this work can be carried on 
without delay. 

Construction of the Bayou Pipe Line 
System is well under way and should be 
completed some time in December. The 
250-mile second-hand line will have a ca- 
pacity of 60,000 barrels a day and will 
carry petroleum products directly from 
Gulf Coast refineries to the Baton Rouge 
end of the Plantation Pipe Line. 

Additional pumping stations are be- 
ing installed on the Plantation Line 
which will increase its capacity from 60,- 
000 to 90,000 barrels daily. Plans also are 
being made to extend the northern end of 
the Plantation Line from Greensboro, 








WEATHERALL 
BURNERS 


Available for priority business. 
Ranging in capacity from one 
to 30 g.p.h., light oil. 





Weatherall Burners are now serving the 
Army and Navy—at home and abroad. 





3 Friendship St. 





We layout jobs and give full dealer co- 
operation. Write, wire or phone. . . . 


WEATHERALL ENGINEERS, Inc. 


the factory. 


Providence 











There’s no place for slug- 
gish pump performance in 
oil burner service today. 
That's why Tuthill has de- 
veloped a wartime service 
plan to keep Tuthill Pumps 
and Fuelstats operating at 
peak efficiency to stretch 
burner performance this win- 
ter. You can depend on Tut- 
hill for prompt, economical 
pump repairs or re-condi- 
tioning through our author- 
ized service stations or at 
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Write for full Details 


TUTHILL PUMP COMPANY 
939 East 95th Street, CHICAGO, ILLINOIS 























North Carolina, to Richmond, Virginia. 

Construction of the Bayou System and 
the northern extension of the Plantation 
Line will (1) continue to provide the 
southeastern States with 60,000 barrels of 
petroleum products daily; and (2) bring 
30,000 barrels daily to Richmond, Vir- 
ginia, for transshipment by barge up the 
Chesapeake Bay to more northern points. 

The Bayou System will consist of two 
segments: a 62-mile 8-inch line with a 
capacity of 37,000 barrels daily from the 
vicinity of Baytown to Beaumont, and a 
182-mile 10-inch line with a 60,000-bar- 
rels-a-day capacity from Beaumont to 
Baton Rouge. Right-of-way acquisition 
for the entire line is nearly complete. 


© 
Big Pipeline Extended East 


THE 24 INCH PIPELINE now under con- 
struction from Longview, Texas, to Nor- 
ris City, Ill., is to be extended to the At- 
lantic seaboard as rapidly as possible, ac- 
cording to an October 28 announcement 
of Donald M. Nelson. 

The War Production Board has allo- 
cated 224,000 tons of steel for the pur- 





SMOKY FIRES? 
Poor Co.? 







==TRY 
MONARCH 


pose. Construction is to start as soon as 
crews are released from various sections 
of the Western part of the project, prob- 
ably some time in December, and comple- 
tion is expected by June 1, 1943. 

The new section of the line will be 857 
miles long, which added to the initial 531 
mile section will provide a total length of 
1,388 miles. Cost of the new section will 
be 60 million dollars. 

With a capacity of 300,000 barrels 
daily, the new line will come to Phoenix- 
ville, Pa., then split into two wings going 
to New York and Philadelphia. Petroleum 
Coordinator Harold L. Ickes has been 
fighting to get this line approved since 
July. 

“Only by having such a pipeline,” said 
Mr. Ickes, “can the Atlantic seaboard be 
provided with a dependable additional 
supply of the petroleum so essential to the 
successful prosecution of the war. It will 
benefit not only our war industries but 
will make possible the release of many 
ocean-going tank ships from the long 
water haul from Gulf Coast ports. 

‘So important do I regard the function 
the pipeline can perform in the winning 
of the war that it is perfectly clear to me 





that we must not only complete this line 
with the utmost dispatch but must im- 
mediately consider the advisability of con- 
structing still another paralleling the first. 
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Alfol Uses Foil as 
Radiator Reflector 


REFLECTIVE TYPE aluminum foil insula- 
tion that has been used in recent years for 
building insulation, now is being offered 
by Alfol Insulation Co., New York, for 
use behind radiators to throw heat into the 
room instead of into the wall. In rolls con- 
taining 72 ins. of foil on a heavy paper 
backing 24 inch. wide—enough to do two 
average radiators—it retails for $1.00. 

To use this material the housewife ad- 
justs it against the wall behind the radia- 
tor, and fastens it to the wall with thumb 
tacks or tape. Heat radiated toward the 
wall is reflected back into the room in- 
stead of being absorbed into the cold out- 
side wall. It is claimed that 95% of the 
radiant heat that otherwise would be ab- 
sorbed by the wall is retained inside the 
room. Dust and dirt are said not to affect 
the efficiency of the insulation. 
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jobs of these troubles! 


and ask for recommendations. 


MONARCH MFG. WORKS, INC. 
E. WESTMORELAND AND SALMON STS. 


Loeloil 


Almost any Nozzles seem to give passable 
fires on some burner installations—but “pass- 
able” results are “out” for the duration! How 
about those jobs you aren’t quite satisfied 
with? Are they pulsating on start-up, running, 
or shut-down? Do they have smoky fires? 
Combustion roar? Poor CQ2? 


A Monarch F-80 nozzle with the correct spray 
characteristics, used in conjunction with the 
proper air mixing equipment, can cure most 


Tell Monarch all about some particular job, 


Write for Catalog D and Bulletin No. 11141. 
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PHILADELPHIA, PA. 


é off heat 


IS AMMUNITION 


Pe 


“OIL MISER" BURNERS 


USE IT WISELY 








Engineering Co-operation and Services 
| continue as always 


Our greatly increased factory facilities are now 


completely on WAR PRODUCTION. 


. . . But our Engineering Division is fully 
manned and we are rendering every possible 
service to the trade. 


il REPAIR PARTS (subject to Priorities 


Order) are and will be available. 


PETROLEUM HEAT & POWER 
COMPANY 


Makers of good oil burners since 1903 
CONNECTICUT 











HELPS FOR READERS ~~ 


1941-1942 SPECIFICATIONS BOOK OF OIL BURNERS AND FUELOIL 

Gives specifications for 2200 models and makes of burners by 237 manufacturers. Gives grade of oil offi- 
cially specified for each burner, method of atomization, air source, ignition data, oil feed, gph rating and 
Ned ks fois & oa bails oe us dst 6k PEE CREA ENE OE ARE ne es Lea eP Rhee EEE WOU Cae A ee bas 50c 
(Bulk purchase orders on request.) 


BEACON BOILER REFERENCE BOOK 

Contains 7116 listings of boilers and boiler-burner units up to 2,000 sq. ft. steam and equivalent hot water—- 
new, old and obsolete. Complete ratings and specifications on 195 makes, 412 trade names. Particularly 
valuable regarding old and obsolete models. Gives model number and name, rating, firing rate (coal and 
oil), heating surface, firebox dimensions, floor to crown sheet, grate size, floor area, base height, chimney 
dimensions, smoke pipe diameter and whether boiler is steel or cast iron. Also, name and last known address 
of manufacturer and indication of whether the model is obsolete, or when it was made. 554 pages. Handy 
size for desk, brief case or desk. Sturdy binding ...........0.ceesee00% $3.00 per copy ; $3.25 if sent C.O.D. 


PRACTICAL OIL BURNER SERVICE 

64 pages of the best articles published in AIR CONDITIONING & OIL HEAT during recent years. Ex- 
cellent if you want to increase your service business during the war. Many topics covered. How to balance 
steam systems, increase efficiency, test units, baffle boilers and furnaces, adjust burners, figure combustion 
ee Nk aia s hod eve MNES) Sud FEROS R ERED OES sae Oe Rape eh Oans $2.00 


KNOWING THE A TO Z OF CO, 

This invaluable booklet shows you how you can test your customers’ burners by modern methods obtain- 
ing a high CO, rating and a low stack temperature. Be efficient and use this up-to-date booklet in your 
ER ek ias. 5 5 Kee ais'y Sivk s Diiaid kaa PR OREAE LEAST © Ao ONC S PR EEG RPS ENO Dan Ue br aed $1.00 


SERVICE ON ALL MAKES OF OIL BURNERS 
This book is essential in your repair and service work. Gives 10 detailed analyses of the most common 
basic service problems and shows you how to solve them efficiently ..............: cece cece e eee ees 50c 


REDUCING FUEL OIL BILLS 
This amazing booklet will help you show homeowners, in a language they can understand, how you can save 
them money. Minimize your customers’ oil bills and make a real profit with the right kind of service ....50c 








INTERESTING AND VALUABLE BOOKS AND REPRINTS — 


“Oil Burners,” by Kalman Steiner, includes using this accurate, easy method getting 
discussion of fundamental and advanced fast results without lengthy figuring..... 25c. 
engineering and methods of oilburner de- “Comparative Heating Costs with Oil, Gas, or 
sign, construction, installation, operation Coal.” Information on how to forecast oil 
and maintenance. Covers the character- consumption, based on an analysis of over 





istics, specifications, combustion, handling, 1300 installations 25c 

and applications of fueloil............... pie os a es, ef ci ape ea : 
“Herkimer Service Manual.” Now you can buy Selling and Handling Fueloil.” A 32 page 

this famous manual. It is a complete ser- booklet covers fueloil distribution from 

vice and installation guide for oilburners, oe plant to customer’s tank. Covers 

gas furnaces, and stokers written for the planning and operating bulk plants, oper- 

expert as well as the beginner. It is dis- ating tank trucks, selling fueloil, specifica- 

tinguished as the bases of Mae BE liane tions and variables, automatic deliveries, 

Institute (OS SCE epee eee $4.00 etc. Cece er sere esreerrereesreseeeeseeeeesece 50c. 
“Oilheating Handbook,” by Han Kunitz. New- “Oilburner Combustion Chambers.” Complete 

ly revised edition. Clear and concise ex- and concise study, illustrated with charts, 

planation of oil burner systems and classi- illustrations and reference tables. Text 

fication. Discusses combustion and heat- covers both precast and those built on- 

ing problems, surveys, installations and ee. Fo PORES eo. a 50c. 

retail selling. ee hice witle eo bib be aoe € Clee eee of $3.50 “Degree Day Handbook.” Useful for comput- 
“Short Cuts to Heat Loss Data.” When you’re ing oil consumption by the degree day 

figuring heat loss you can save time by Lee oe Mee SEONG PURE be eee es $3.00 


Because of the thousands of small orders we receive, we ask that cash, stamps, money orders or checks be sent 
with all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and collection 


fees. 


FUELOIL & OIL HEAT 


232 MADISON AVENUE 
NEW YORK CITY, N. Y. 
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Sundstrand—Viking—Webster Pumps 
Motors—Transformers—Controls 
Parts for all Types of Burners 





15 HENDERSON STREET 
Day: Everett 2661 
Phone { Rie: atdes 206! 





METRO SUPPLY COMPANY 


EVERETT, MASS. 
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Y BELL & GOSSETT CO. 
MORTON GROVE, ILLINOIS 
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HEATING SYSTEMS, 
INDIRECT WATER 
HEATERS AND 
SPECIALTIES 












Send on your business station- 
ery for this design manval 
on Forced Hot Water Heating. 








Saving Heavy Oil 
(Continued from page 22) 
today’s important tasks. A careful watch 
must be kept over every boiler plant so 
that the very minimum of fuel is used. 

Every building loses heat faster in 
colder weather—slower in milder weath- 
er. In the colder weather therefore, more 
of the radiator in each room is required to 
give off the heat units to the room that 
are being lost from that room, and there- 
fore less of the radiator is available to 
raise the temperature in the morning 
from whatever temperature the building 
has been dropped to during the night. For 
this reason, it is necessary that heating 
be started earlier on a colder day than it 
is on a milder day. 

For each building a schedule of start- 
ing time may be prepared so that the en- 
gineer or janitor will know exactly what 
time each morning, depending upon the 
outside temperature, to start his heating, 
so as to have the building warm at a pre- 
determined hour. By following such a 
schedule, the building will always be 
brought up to the desired temperature 
when needed and useless heating during 


early morning hours will be eliminated. 
Such a typical schedule for a typical build- 
ing is shown in Table 1. 

In a like manner, it is possible to dis- 
continue heating earlier on a milder day 
than is possible in colder weather. The 
reason for this is that each building has 
the capacity to store up a certain amount 
of heat units in the walls, furniture, etc. 
When heating is discontinued and heat 
is being lost through the walls, heat from 
the contents of the building is gradually 
given up to prevent the rapid drop of 


Ce 


TABLE 1 
Number of 


minutes opera- 


Outside Morning tion required Evening 
tempera- starting outof each shut-off 
ture time hour time 
0° 4:00 60 12:00 
5? 4:11 56 11:48 
10° 4:23 51 11:37 
ss 4:34 47 11:25 
20° 4:46 43 11:14 
yo 4:58 38 11:02 
30° 5:09 34 10:50 
35° 5:21 30 10:39 
40° 5:32 po ib 10:27 
45° : 5:44 21 10:16 
50° 5:55 17 10:04 
55° 6:07 12.5 9:53 
60° 6:18 .8 9:41 
65° 6:30 “ 9:30 




















indoor temperatures. Thus in mild weath- 
er when the rate of heat loss is low, the 
building will remain at a comfortable 
condition for a considerable period of 
time after heating has been discontinued. 
A schedule of time heating can be dis- 
continued under various temperature con- 
ditions will prove very valuable in the 
conservation of fuel in any building. 
Table 1 indicates such a typical schedule. 


Because the stored-up heat in any 
building slows up the change of tempera- 
ture within the building, it is possible to 
operate a boiler plant at capacity for a 
period of time to build up the tempera- 
ture within the building to or slightly 
higher than the temperature at which it 
is desired to maintain the building, and 
then to shut off the boiler plant and let 
the building gradually cool off. Before the 
building cools to the lower limit of the 
comfort zone, the heating plant should 
again be started for another controlled 
period of operation. By careful attention 
to the rate of heating up and cooling off 
of the building, an operator can arrive at 
a schedule to keep the heat imput always 
equal to the rate of heat loss and thus 








Hac 


Precision Instruments 


That Simplify 
Combustion Tests 


BACHARACH 

Industrial Instrument Co. 

7000 BENNETT STREET 
PITTSBURGH, PA. 
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HAGO 
NOZZLE KITS 
2 SIZES— 


Pocket-sizE Kit contains 12 
nozzles and 10 strainers. 
SERVICEMAN’S Kit contains 18 
nozzles, strainers and adapters 
as specified and necessary tools. 
(Spray nozzles 30°, 45°, 60°, 
70°, 80°, 90°). 

Haco Nozzles are accurate, 
well-made, suited to war-econ- 
omy needs. Write, wire or phone 
for prices on nozzles and kits. 


HAGO PRODUCTS 


Herman Harsch—Ludwig Goetz, Proprietors 


592 Hawthorne Ave., Newark, N. J. 
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No matter WHAT type 


of delivery system is used... 


VENTALARM 


assures that fewer trucks and fewer drivers 
deliver more oil in less time with lower 
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SCULLY SIGNAL COMPANY 


Cambridge, Mass. 
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QUIET HEET MFG. CORP. 


135 New Jersey e r Ave. 
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maintain the building temperature at a 
constant condition throughout the day re- 
gardless of fluctuation of outside tempera- 
tures. Table 1 shows a schedule of op- 
eration arrived at for a typical building 
under varying weather conditions. 

A panel board on which is mounted a 
schedule of time to start heating each 
morning under varying weather condi- 
tions, a schedule of operation to follow 
during the day to maintain a constant 
temperature condition within the build- 
ing, and a schedule of time to shut off the 
heating plant each evening predicated on 
outside temperatures, together with a 
thermometer indicating outdoor tempera- 
tures, will help to reduce fuel consump- 
tion. 

Where an automatically operated oil 
burner is used for heating a multiple- 
occupancy building, automatic thermo- 
tatic control can and should be obtained 
for the regulation of the operation of the 
burner. Automatic thermostatic controls 
are now available that regulate burner 
operation entirely from outside tempera- 
ture conditions. The time of starting op- 
eration each morning, the proportion of 


heating during the day, and the time of 
shut-off at night, all may be automatical- 
ly controlled from outside temperatures. 
Such controls are usually available at a 
small fraction of the cost of the burner, 
and they serve to produce the automatic 
heating which is the goal of such burner 
installations. So important a part do such 
controls play in the present fuel conserva- 
tion program that their sale is permitted 
without requiring priorities, and alloca- 
tion of materials has been made for their 
production. 

It has been found that where an even, 
constant temperature is maintained, 
building occupants are comfortable at a 
lower temperature than the average pro- 
duced where the temperatures are per- 
mitted to rise and fall. Thus it will be 
found that by carefully watching the 
heating of the building to avoid all tem- 
perature peaks and valleys, greater com- 
fort will be produced with less fuel. As 
three to five percent savings in fuel are 
effected for each degree of reduced tem- 
perature maintained in a building, it is 
very important that the average be main- 
tained at the very lowest possible com- 


fortable minimum. This calls for careful 
attention, a study of all of the factors in- 
volved and the use of automatic thermo- 
static controls wherever practicable. 
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Fewer Charge Calls 
(Continued from page 24) 


tory plus a little more than half of the ad- 
joining territory. Obviously this cannot be 
done unless every mile of travel and every 
minute of time is made to count. We be- 
lieve the only way to accomplish this is 
by establishing the rule that “all service 
calls are taken for next day coverage 
only.” This permits proper routing and 
close grouping of calls and prevents doub- 
ling of tracks. The only exceptions are 
practically “life and death emergencies.” 
The educational brochures we had sent 
out are only now showing results. John 
Q. Public finds that it really is quite a 
simple matter to check his thermostat set- 
ting or the height of his water line before 
calling for service at $3.00 per. And we 
find that we are able to give all our cus- 
tomers heat and keep their burners going. 
Elimination of “free service” has equalized 





Oil SOOT 





CUT OIL HEATING COSTS» 


Simply spray E-Z and soot vanishes 
instantly. Customers always satisfied. 
One trial will convince you. 


“EASY TO USE— 
ECONOMICAL TOO!” 
DISTRIBUTORS: Write for fine proposition. 








HEALY-RUFF COMPANY, 797 Hampden Ave., St. Paul, Mian. 


Enelosed find cheek ( ) money order ( ). Send the following prepaid: 


Ne. ft pkg. ....$1. 
Ne. 5 pkg. .... 4. 
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TRANSFORMERS 


FOR DEPENDABILITY 


DONGAN ELECTRIC MFG CO. 


2981-2991 Franklin St., Detroit, Mich. 
"The Dongan Line Since 1909" 
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Rajah Terminals to ignition cable iad tink 
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LACO “years old” 
Besides, its sturdy construction and simplified design have 


adapted to Defense Housing, 


LACO 





LACO Oil Heat Saves FUEL! 


And NOW—with Fuel Rationing—LACO’s Fuel Economy 


efficiency now rates EXTRA favor! 


made it famous for long, trouble-free service. We stock 
repair parts and controls to assure continued operation and 
prevent breakdown. 

For home-heat in areas without Fuel Restrictions, and 
ask about LACO Space 
Heaters, Conversion Oil Burners, purchasable on need. 


HARVEY COCKLIN 


OIL BURNER CO. 


Dept. 1142, Griswold, lowa 





the supply of men against the demand for 
service. If the Selective Service Boards 
leave us alone we may be able to get 
through the winter with all our burners 
running. John Q. Public is realizing that 
we are not pocketing that $3.00 service 
charge, but that it is only his necessary 
contribution to increased costs, payrolls 
and expenses. 


Service Program Set 


We have set ourselves a program and 
intend following it. All service calls will 
be grouped in every way possible to con- 
serve man hours, tires and gasoline. We 
will continue our $3.00 per call charge 
for service to discourage unnecessary calls 
and make sure that every customer who 
needs help will get it. We will make 
every possible attempt to repair even the 
smallest and cheapest of parts rather than 
deplete our stock, thereby conserving 
every bit possible until Victory. 

We will be polite, but firm in our ex- 
planations to the public, and we will do 
our utmost to convince them that “‘a lit- 
tle service please” is a demand that we 
hope can soon be restored to our daily 


vocabulary, but that it is out except for 
actual essential needs until the war is 
over. We hope that many others will fol- 
low our example and stay in business. 
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Changes Ease Delivery 
(Continued from page 28) 


start Period 5 on the morning of March 
13 with 50 gallons in his tank and 250 
gallons worth of Period 5 coupons to see 
him through the summer. Period 4 cou- 
pons (if any) may be used any time be- 
fore March 27. 

A detail in the formula for determin- 
ing a fueloil ration (page 17, October) 
was in error due to a misunderstanding. 
The allowance for heating domestic hot 
water is deducted before adjusting last 
year’s consumption to normal. In ex- 
amples that were given the deduction was 
made after the adjustment to normal. 

Through an oversight the explanation 
of rationing omitted the space ceiling al- 
lowable for small families. No one person 
living in an oilheated house may get credit 
for more than 2000 square feet of floor 


space, and no two people will be allowed 
more than 2600 square feet for floor area. 
Additional persons regularly living in a 
house will be allowed 300 square feet of 
floor space each; 2900 for three people, 
3200 for four people, etc. 


Local rationing Boards are being issued 
forms R-1124 and 1126, a book of tables 
from which actual rations will be taken. 
Since each table covers a rather wide band 
of degree-days, the actual ration issued 
by the boards may not agree with rations 
figured according to the formula with ac- 
tual normal degree-days for the locality. 


Form R-1124 presents a series of 22 
tables of floor areas, against which are 
shown the maximum, minimum and mid- 
point of the range as determined by for- 
mula for normal degree-days in those 
areas. 


Form R-1126 contains a series of 9 
tables showing the regular base and spe- 
cial base against the fueloil consumption 
on 1941-42. The regular base is the heat- 
ing consumption adjusted to. normal, less 
one-third. The special base is the con- 
sumption adjusted to normal, less 15%. 
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230 Tuscan Rd. 





HARSCH 


NOZZELZES 


DURABLE 
MADE OF THE BEST MATERIALS 
All angles and capacities available for priority oil 


Call on us for help with your nozzle problems. 


H. HARSCH CO. Inc. 


Maplewood, N. J. 

















PREFERRED ORAFT-A-JUSTOR 
THE ORIGINAL. 
HUNDREDS OF THOUSANDS IN USE. 
Holds the draft constant in the fire box. S 


Scientific draft control for the 
smallest to the largest jobs. 


Stove. domestic. and 
commercial sizes from 
4" to 24” in diameter. 


industrial sizes from 
24" x 24” to 5’ x 12’. 


WRITE FOR LITERATURE AND TRADE PRICE 
PREFERRED UTILITIES | MFG. C CORP. 






STILL THE BEST. 








foeloil 





¢ ol heat 


33 West 60th St.. New York. N.Y. 39 Beecen St. 
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FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 


Insertions are payable in advance. The rate is 75 cents per 
line, with a minimum charge of $4.50 for six lines or less. 


Equip your office and trucks with time saving price charts. 
Available in any 1/10, 1/4 or 1/8 of a cent. Price only 
$1.00 per chart. Fuel-O-Film transparent plastic covers each 
chart for protection against oil and weather. DEGREE DAY 
SYSTEMS, 51 W. 42nd St., N. Y. C. 


WANTED: Research Engineer to redesign heating and cool- 
ing equipment and developing new products for post-war 
period. Permanent position with well established company. 


MERRY CHRISTMAS 
The greeting is early—but most sincere and we wish every- 
body the Best of Everything. Our Christmas Special gives 
every dealer a Jefferson Utility Transformer and a 9” Draft 
control FREE for a small order of much needed and scarce 
material. Send full particulars today. HASKO UTILITIES 
CORP., 121 East 27th Street, New York. 


FOR SALE—100 boiler or furnace casings 20 gauge auto body 
stock—green baked enamel finish. Size 27” x 50” x 56”. 
Packed in individual cartons ready for shipment. MR. 
WITTKE—OIL EQUIPMENT LABORATORIES, INC., 
Elizabeth, New Jersey. 


Degree Day System for 500 customers cost but $50.00 in- 
cluding Degree Dayometer calculating machine. Write for 
further details on how it works. DEGREE DAY SYSTEMS, 
51 W. 42nd St., N. Y. C. 





WRITE US for descriptive literature of our Oil Burner Elec- 
trodes and Accessories. Specialty Sales & Service Corp., 
138 Holden Street, Minneapolis, Minn. 
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KEN TINNED “SOFSTEEL” TUBING replaces copper. Bends 
and flares easily. 50’ coils. Sizes 1/4, 5/16 or 3/8” od. 
DEALERS SAVE MONEY—write for our catalog of all installa- 
tion accessories and replacement parts for oil burners, stokers 
and automatic heating. Robert Barclay, Inc., 130 N. Peoria 
St., Chicago, IIl. 


BURNERS BIG, BURNERS SMALL, BOILER AND 
FURNACE UNITS. Burners for Nos. 3, 5, and 6 oil— 
Yes Sir, we have ‘em. 
CHALMERS OIL BURNER COMPANY 
318 1st Ave. N., Minneapolis, Minn. 





PERFORMANCE-PROVED 


Oil Burner Ignition Electrodes, Insulators, Cables, Bus Bars, Assemblies 


More than a million in use today! 


DIELECTRIC PRODUCTS CO. 
245 CUSTER AVENUE ¢ JERSEY CITY, NEW JERSEY 


November 
1942 
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FOR TANK TRUCKS FOR BULK PLANTS 


Conventional 
Horizontal 
Set Back Register 


Vertical 
Dial Register 


Full Vision, 
Large Counter, 
Horizontal 
Set Back Register 


Master Meter 
Duplicator 





FOR ACCURATE, 
DEPENDABLE MEASUREMENT 


PITTSBURGH -ROF. 


HE Petroleum Industry is faced with the serious problem of supplying 
imperative demands from rationed supplies. The very commendable attitude 
taken in the present crisis is helping to educate consumers to the fact that untold 
volumes of heat and power can be conserved through proper and careful utilization. 


In handling petroleum products there is a definite place for a conservation 
campaign, too. Bulk station outages, inaccurately calibrated tanks, hit or miss 
gauge stick measurements, leaks, spillage and petty frauds all come under the 
head of waste. Accurate measurement by meter of all deliveries provides the 
knowledge upon which wasteful distribution can be stopped. Whether for bulk 
plants or tank trucks, there’s a PITTSBURGH ROTOCYCLE METER properly 
engineered and built to accurately and speedily handle the service. 


We are proud that a large share of our gasoline and 
oil meter production has been drafted for the essential 
requirements of the United States Army and Navy. 


PITTSBURGH EQUITABLE METER COMPANY 


NEW YORK OAKLAND MERCO NORDSTROM VALVE COMPANY KANSAS CITY SEATTLE 


BROOKLYN TULSA - 3 ‘ PHILADELPHIA HOUSTON 
DES MOINES CHICAGO Main Offices, Pittsburgh, Pa. SAN FRANCISCO COLUMBIA 


MEMPHIS BOSTON NATIONAL METER DIVISION, Brooklyn, N. Y. Los Aancetes BUFFALO 
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Listen ‘Alias JOHN FREEDOM” % Blue Network Coast to Coast every Monday, 10:15 to 10:45 P.M., E.W.T.; or see your local newspaper + ‘“‘The Most Dramatic Show on the Air” 


ELECTRONICS bids fair to revolution- 
ize our every day living after the war. 
When Minneapolis-Honeywell placed 
its fifty year experience and manufac- 
turing resources at the call of our gov- 
ernment, the results of several years 
of research in electronics were immedi- 
ately applied to controls and devices 


for war ... Extending this peacetime 


experience to the techniques of war 
will bear fruit, when Peace comes, in 
startling new developments in the elec- 
tronic control of automatic heating and 
manufacturing processes. Minneapolis- 
Honeywell Regulator Co., 2721 Fourth 
Ave. S., Minneapolis, Minn. In Canada: 
Toronto, Ontario. In Europe: London, 
England, and Stockholm, Sweden. 





